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Flexibility! That's one of the most important qualities of the lead in COLORBRITE 
business pencils. It means that COLORBRITE colored leads are not brittle...stay 
crystal sharp. It means that these leads are hard—yet flexible...hold their points 
longer without breaking. COLORBRITE is perfect for working with figures, forms, 
charts, and graphs. In 26 different smear-proof, permanent colors—to make every 
vital business detail color bright! 


Complete your stock of nationally advertised COLORBRITE pencils now! See your 
sales representative or write direct to EBERHARD FABER —your one source of supply Fran 
for all writing needs. 4,200 
and | 
SINCE 1849 


EBERHARD FABER 
© 1960 Eberhard Faber Inc. p aly. wag 


Tm. Reg. U.S. Pat. Off. and Other Countries Wilkes-Barre, Pennsylvania-New York-Toronto, Canada 
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DEAR 
READER 


A well-amplified squeak from a 
tape recorder filled the grand ball- 
room of Chicago’s Conrad Hilton 
Hotel one morning during the re- 
cent convention of the National 
Stationery and Office Equipment 
Assn. The squeaky sound was re- 
peated several times, to the delight 
of a large crowd of dealers in at- 
tendance. 

“What’s that noise?” boomed a 
voice from the same amplifiers. 

“That isn’t noise,” was the re- 
ply. “That’s enthusiasm — the 
enthusiam of a Bennett’s hand- 
eC core, 

The recorded radio commercial 
continued with a message about 
the good service on office supplies, 
furniture, machines and printing 
available from Bennett’s of Dallas, 
Texas. The unusual, audible re- 
construction of a handshake for 
radio use was just one part of a 
many-sided campaign which won 
NSOEA’s top award for the Out- 
standing Dealer Advertising Pro- 
gram of the year. 

Details of the prize-winning ad 
program will be found in the story 
entitled, “Shake Hands With Suc- 
cess,” on page 18. Work on the 
feature began last summer before 
Bennett’s had entered the Associa- 
tion contest. Just by coincidence, 
our publisher, Harold Shively, 
served as chairman of the jury 
which picked winners of the ad- 
vertising contest, as well as the 
annual store modernization con- 
test. 

Also timely are this month’s con- 
vention report, an article on holi- 
day scheduling, and an introduc- 
tion to J. Howard Patrick of San 
Francisco, new president of the 
4,200-member National Stationery 
and Office Equipment Assn. 
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Patrick, new president, ad- 
dresses NSOEA convention 
at annual banquet. (See 


stories Pages 26 and 32) 
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ONLY ROYAL 
GIVES YOU... 
e EVERY BUSINESS... 
fd pea 
everywhere! 
DE Al - R S se 
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and that guarantees repeat 
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40% ON SHIPPING 
COST! 
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NEW STANDARD 
DRUG FORM 
(Form 46 DR) 


One of 27 Standard Royal 
Forms for general business and 
retail use. Choice of blue or 
black ink on all Register Forms 


(except Jumbo Numbers). 


EXTRA PROFITS 
? FOR YOU... 


because Royal gives you top 
discounts — top mark-ups! 


100% DEALER 
4, SALES... 


Royal sells exclusively through 
dealers — never direct to your 
customers. 


FASTEST DELIVERY 
e IN THE INDUSTRY... 


Nobody beats Royal’s 7 to 14 
day shipments on standard 
forms —14 to 21 days on 
custom forms! 


‘Write today on your letter- 
head for Special Dealer Infor- 
mation, New Illustrated Cata- 
log, Prices, Discounts. Address 
Dept. DF-1, Royal Register 
Co., Nashua, N. H., for fastest 
response. 
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TYPICAL DEALER SAVINGS VIA ROYAL'S SPECIAL EXPRESS RATES 
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DEALER’S ADDRESS] SHIPPING WT.] REGULAR EXPRESS|SPECIAL ROYAL RATES 
NEW YORK, N.Y. 75 lbs. $3.97 $2.44 
DETROIT, MICH. 75 lbs. 6.21 3.84 
ATLANTA, GA. 75 lbs. 7.21 4.36 
ST. LOUIS, MO. 75 lbs. 7.55 4.54 














ROYAL'S SPECIAL VOLUME DISCOUNT PRICES MAKE EXTRA PROFITS FOR YOU! 
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Opens zip-quick! 


New Springhill, Bond, like most International Paper business pape 


comes to you in a handy junior carton with pull-tape opener. 


YEw Springhill Bond is ream-wrapped 
N and packaged 8 %”x 11” and 842"x 14” 
in a junior carton that opens zip-quick. 

Most International Paper business and 
printing papers are now available in 
handy, pull-tape junior cartons. They are 
ideal for small offset duplicating presses. 

These business and printing papers look 
and feel like premium-grade papers, yet 
are priced for volume work. They handle 
well on the press, give excellent printing 


® 


results, ream after ream. 


Ask your paper merchant to show you 
samples of International Paper’s complete 
line of business and printing papers. 
BUSINESS PAPERS » New watermarked 
International Bond, Mimeograph and 
Duplicator + Springhill Bond, Mimeograph 
and Duplicator. 

PRINTING PAPERS + Springhill Offset - 
Ticonderoga Offset + Ticonderoga Text 
International Ti-Opake. 


All are available in handy pull-tape junior cartons. 


INTERNATIONAL PAPER 


FINE PAPER DIVISION «e NEW YORK 17, N.Y. 








“The computer is a tool — a tool of man. It has a place in almost every form 
of human activity ... Without these electronic marvels, the white collar fore« 
just wouldn’t be large enough to handle the day to day data accumulation 
and processing. Only through greater productivity have we been able to ad- 
vance the state of the business art. The office equipment industry faces the 
challenge of training the white collar worker of today to be the programmer, 
the machine operator, methods man or machine accountant of tomorrow.” 
Warren C. Hume, Vice President, Data Processing Division, IBM. 


* * * * 


“The secretary needs more space to perform her duties than the department 
head does for his. However, the opposite is usually true because the vice presi- 
dent is the big shot and commands more space.” — Maria Bergson, Maria Berg- 
son Associates, New York decorators. 

* * * & 
“A free world depends on the health of American business, and American busi- 
ness is conducted and directed through and by an office, and you make that 
office.” — William M. Freeman, New York Times financial and business writer, 
at NSOEA convention. 
“The shopping center stationer, more than most, must tell people what he has 
to sell and make it easy for people to buy.” — Michael Sanyour, in Harbridge 
House report for NSOEA on “Selling in Suburbia.” 

* * * % 


“From an industrywide standpoint, the trends show an essentially stable in- 


dustry, characterized by shrinking gross profits and lessening operating profits, 
where operating efficiency is emerging as the main distinction between profit 
and loss.” — W. Neill Stewart, quoting report on NSOEA Dealer Operating 
Results for 1959. 


* * * * 
“Management spends 80 percent of its time and energy trying to handle the 
out of the ordinary situation that comes up only 20 percent of the time.” — 
Everett B. Drew, Photostat Corp. 

* e + 

“Everybody has taken the pencil for granted—the maker, the seller, and the 
user... (but) no matter how good or famous a product may be it can and mus! 
always be improved.”—John D. Horne, vice president in charge of marketing for 
Eberhard Faber, Inc., announcing new “Diamond Star” lead. 


“To check dealer-reaction to your product or sales policies, your local dealers 
will give you best results. They are among the diamonds in your own back-yard. 
They are not the ornamental kind, but more like industrial diamonds, which do 
a specific job and do it well, for they are hard, tough and uncompromising with 
the truth.” —Ralph T. Soulby, genera! sales manager, White & Wyckoff Mfg. Co. 


“The ability to answer questions is perhaps the most important trait one 
should possess in expanding the distribution of a specialized product. And the 
ability to suggest changes from the standard is also an asset in the field. Only 
the specialist, well versed in his product and its properties, can give the in- 
telligent advice permitting full use of the most effective designs in our ad- 
vancing technology.” — H. V. Munchhausen, Munchhausen Soundproofing Co. 
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ACE CADET 








ACELINER 





Crowning Achievement... 


the most successful stapler combination ever sold: 


NEW ACE CADET...FAMOUS ACELINER 


When your customers pick them up...hold them...handle them 
...use them...they’re actually able to feel the fine quality, 
experience the smooth, easy action. Remember, an Ace in the 
hand is worth 1000 words about quality. Order today! Find out 
for yourself how you can build your unit sales. 


See the complete line of quality Ace staplers at the NSOEA show. 


FASTENER CORPORATION, 3415 North Ashland Ave., Chicago 13%) 


» details circle 101 on last page Cenede: Canadian Staples Ltd., 6705 Upper Lachine Rd., Montreal; 258 Wallace Avenus, 
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Washington, UD. C. 
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An immediate ruling by the full Federal Trade Commission on 
question of its jurisdiction over retailers is being sought Se Klein 
Department Stores, Inc. The case is now in the hands of an FIC hearing 
examiner, who rornibes ped the issue, although the FTC attorney prosecuting 
the complaint joined with the peel lawyers in asking him for a ruling. 
The examiner interpreted the FTC complaint of misleading advertisin 


Se 





y as 
allowing for Commission jurisdiction if the questioned advertising was 
designed to attract customers over a state line, 


that counsel supporting the complaint intended this to be a st case to 
determine whether the aint dissemination of acabe sireli alone is 
enough to sustain the Commission's jurisdiction, The complaint 


In its appeal to the Commission, the retailer stated, “7 is obvious 


In 0 
Wa.) 


carefully worded so as to raise this issue, and it is an unreasonable dis- 
tortion of the plain meaning of the language to interpret it as alleging 
jurisdiction on the basis of an intention to induce interstate sales," 


Should the Klein case be dismissed either by the Commission or later 
by the courts, FTC attorneys seeking jurisdiction over the retail indus- 
try have another angle. The second claim is that a retailer who purchases 
supplies from out-of-state wholesalers or manufacturers thereby engages in 
interstate commerce even though the retailer's sales are strictly local, 


It is likely that a test case of this claim will be filed in the next few 
months, 


The retailing industry is headed for another all-time sales record 
this year, but turning a profit on that volume will be a struggle, ac- 
cording to an analysis of retailer opinion made by the National Retail 
Merchants Assn, Although three-fourths of the retailers surveyed pre- 
dicted that their sales will be well above those for 1959, only 42 percent 
expect a gain in profit for 1960, 








Final statistics on the 1958 retail trade census show that total retail 
sales that year were $199.6 billion, some 17.5 percent above the ¥17( 


yl (U 


billion figure posted in 195, the last preceding year covered by tl 
Census of Business, The pei however, lagged behind rising wr det 
These increased during the period from $18.2 to $21.6 billion, about 
percent. 


A district court order terminating a civil contempt action against the 
A, B. Dick Co., Chicago, has been negotiated by the Justice Department, 
The agency had charged the company with violations of a 1948 judgment in a 
civil antitrust proceeding relating to manufacture and distribution of 
stencil duplicating products. The new order prohibits the company from 











acquiring any company in the stencil duplicating field wntil 1968 A 
second provision requires that until March 25, 1965, if A. B. Dick termi- 

nates its franchise with any distributor, it must continue to sell upon re- 
quest stencil duplicating products to that distributor. Various changes in 


. 


A, B. Dick contracts with distributors are also required. 


Congress will probably move quickly next year on the so-called lobby- 
ing bill that is designed to upset the Internal Revenue Service ruling that 
contributions to trade associations engaging in trying to influence legise 
lation are not tax deductible, The bill was not called up in the House in 
the last session of Congress, even though it was recommended by the Ways and 
Means Committee, The failure of the bill was almost certainly due to the 
opposition of organized labor, which wrote Sam Rayburn, House Speaker, and 
other House leaders urging that the bill be defeated. Coming in an election 
year, the opposition was enough to kill the legislation. 











A step-byestep approach to profit possibilities based on better 
planning and control is provided in a new booklet published by the Small 
Business Administration, The pamphlet gives three basic guides to profit 
planning and control: (1) The break-even point, (2) the level of gross 
profit, and (3) the rate of return on investment. The booklet claims that 
proper analysis of the three factors will help a small business man to pree 
dict profits under a variety of possible circumstances, Moreover, it says, 
profit goals can be set up as a part of the planning activity. The booklet, 
"Guides for Profit Planning," is available at SBA field offices or from the 


~ 


Government Printing Office, Washington, 25, D. C., for 25 cents per copy. 








Imports of typewriters continue to increase, according to the Business 
and Defense Services Administration, First half imports this year amounted 
to about 912.2 million, an increase of 11.3 percent over the $11 million 
for the first half of 1959, The agency estimates that imports for the en- 
tire 1960 year will slightly over the {25 million mark as compared with 
22.5 million in L9! West Germany is the largest supplier of imported 
typewriters to the ited States, closely followed by the Netherlands, 
which is moving up fast. 








Imports of adding machines, calculating machines, duplicating machines 
and recorders also showed substantial increases over the first half of 1959, 
with adding machine ne posting a 4.8 percent climb, The only decline 
for imports of business machines was the 6,2 percent drop for imported cash 
registers, 


Rapidly increasing use of electronic data-processing equipment by 
Government agencies is predicted by a subcommittee of the House Civil 
service Committee. The subcommittee recommended centralized controls over 
the use of such equipment. Most of the machines are now used for such in-= 
ternal housekeeping items as payrolls, vouchers and inventories. 








The midyear budget review by the Administration which scaled down to 
wlel billion the expected fiscal r 1961 budget surplus from the earlier esti- 
mate of (.2 billion may prove to be optimistic. Even the lower figure is 
based on the assumption that there will be a business increase for the 
fourth quarter of th is year, A decline in estimated corporation profits is 
chiefly responsible for the present low estimate, The Treasury originally 
estimated corporate taxes at 23.5 billion but now expects no more than 
(21e5 billion from this source, 

















DIXON’S NEW “MARVELEAD” 
MAKES ALL OTHER 
PENCIL CLAIMS 
OBSOLETE 


Discover for yourself the magic of Marvelead. This all new nothing can match the crisper, sharper, smoother writing 
Dixon Ticonderoga Pencil transforms ordinary writing into of the new Ticonderoga Marvelead. And you can Pick-Your- 
an exciting experience. « No matter what your favorite Point in 5 degrees of ‘‘Marvelead”’, to suit your personal 
writing instrument is — ball pen, fountain pen or pencil — touch. Treat yourself to a Ticonderoga today. 


=~ DIXON TICONDEROGA 1388 — 2 aD BB 
ee <r Ooeee” fers et * v w © Terme, G2 TE OAL LOLI EGE PCO. TEBE GOODE CPLA eG 


THE JOSEPH DIXON CRUCIBLE CO. JERSEY CITY 3, NEW JERSEY 


SANDUSKY, OHIO . NEW MARKET, CANADA . TICONDEROGA, N. Y. e MEXICO CITY, D. F 





AND TO ,- 
INTRODUCE. //11/ 
OUR NEW ~ 

“MARVELEAD” 
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by Pat Barrell 





Researched and Written By A NOMA Member. 


This research holds promise for sizeable cost reductions in any office 
staff. The suggestions in this report, if followed, will result in actual cash 
savings, not only with pencils but with other comparable expendable 
office supplies. Following these suggestions will prove that the wood- 
cased pencil is still the most economical writing instrument the world 
has known. 


Send for this revealing report today. Simply write your request on 
a company letterhead and mail to Department A. & S. P. 











THE JOSEPH DIXON CRUCIBLE COMPANY 
JERSEY CITY 3, NEW JERSEY 







The only authoritative study ever 
made, aimed at telling office man- 
agers how to best use and distribute 
pencils. 


This startling report, the 
result of an exclusive 


study made for 


Dixon by America’s 


foremost cost 
control authority 
—Phil Carroll, P.E. 
—outlines five 
suggestions for 
saving money 
through better 
methods of pencil 
usage—in any 
office—in any 
industry—with 
any pencil. 


DIXON'S NEW MARVELEAD 
IS AVATLABLE IN FIVE DE- 
GREES OF SMOOTHNESS — 
NO. 1 EXTRA SOFT, NO. 2 
SOFT, NO. 2 5/10 MEDIUM, 
NQ. 3 HARD, NO. 4 EXTRA 
HARD. 


TREAT YOURSELF TO A 
TICONDEROGA TODAY! 
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MODE 


NEW! 
WILSON JONES 
NYLON 
PRONG 

BINDERS... 


WON'T TEAR SHEETS — WON'T BREAK OFF! tie first reat 


improvement in report covers in a quarter century: Wilson Jones genuine pressboard 







DE. No. 447 (N)Redi-Covers” with new flat Nylon prongs. Sheets won’t tear out, as with metal 
2 prongs. Nylon prongs last longer. They don’t kink. Frequent bending, for removal or addition 
TRA of sheets, won’t break them. And, Nylon prongs can’t cut fingers. 7 sizes, 3 colors. Make sure 
. you’re stocked to answer customer demand. 


WILSON JONES 


209 S. JEFFERSON ST., CHICAGO 6 + 122 E. 23RD ST., NEW YORK 10 





©Copyright, 1960, W. J. Co 
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Contemporary Chairs 1 

A new family of seven moder- 
ately-priced, contemporary-styled, 
business chairs called the “Con- 
toura Group,” is being marketed 
by Corry Jamestown Corp. In- 
cluded are two executive ad- 
justable swivel chairs, each with 
a matching executive side arm 
guest chair; a clerical chair, a 
stenographer chair, and an arm- 
less side chair. The Executive 
Adjustable Swivel Chairs are de- 
scribed as unique in the industry 
in that they are the only swivel 
chairs presently available that can be adjusted to conform to the 
size, contour, posture, and seating habits of any person working 
in any office situation. A descriptive brochure with pictures and 
details of the new Contoura Group may be obtained by writing 
Corry Jamestown Corp., Corry, Pa. 





Voice-actuated Tape Recorder 2 

Uher Tape Recorders, 346 
West 44th St., New York 36, 
N.Y., announced that the 
new Uher Universal S, a 
voice-actuated, dictation-tran- 
scription-high fidelity tape 
recorder, will make its debut 
during the National Business 
Show, October 24-28. Fea- 
tures include voice-actuation 
and slide projector synchro- 
nization, automatic continu- 
ous playback, three tape . 
speeds, remote control microphone with four master controls, 
modulation control, and accurate indexer. The Uher Universal 
S carries a $299.95 list price. The Akustomat, the accessory 
which provides the voice-actuation and_ slide projector syne 
retails for $44.95. 





Safety Wall Cabinet 3 

John D. Brush & Co. has an- 
nounced its Sentry Safe-T Wall 
Cabinet, designed for use in 
homes and living quarters at 
schools and institutions. Known 
as the model S-45S, it is a larger, 
more rugged version of a cabinet 
manufactured by Brush in the 
1930's, which found wide accept- 





tance at colleges and universities. 
The Safe-T Wall Cabinet not only eliminates most petty theft 
but gives the user a feeling of security by providing a safe place 
for private papers, jewelry, watches, correspondence, cash, records, 
small arms, cameras and other valuables. A family with small 
children will also find it a safe storage cabinet for drugs or in- 
secticides. The cabinet measures 18” wide by 10” high by 14” 
deep, and is constructed of heavy 18 and 24 ga. steel. The door 
opening is 8” in diameter, with rugged “plug type” construction, 
full piano hinge. and built-in three-number combination lock. A 
removable interior shelf adds to the versatility of the unit and 
toggle bolts make possible fast, easy installation on walls or backs 
of doors. The S-4S is priced to retail for $13.88, including bolts. 
Another model, without the shelf and with a combination pad- 
lock, retails for $11.88. Both are available with tan, gray or 
white baked enamel finishes, and are fully guaranteed for two 
full years. 


16 
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Desk Top 


A new product developed by a 


school teacher who spent his sum- 
mers refinishing desk tops has 
been unveiled. The product, called 
“Coverite,” can be installed in 
less than five minutes. Cost is 
as low as $5 per desk. The prod- 
uct is constructed of maple fin- 
ished Lamindall plastic bonded {o 
Y%4” tempered hardwood. This surface is bound with heavy 
extended anodized aluminum edging. The Coverite top simply 
fits over the old desk or table top and is fastened into position 
with Phillips-head screws. Tops are available to fit all types of 
desks. The product was conceived by Edwin Oakes, an Ann 
Arbor high school teacher, who formed the Coverite corporation 
to manufacture the product. Illustrated literature, costs and 
material samples are available from Coverite, Inc., 3110 Whit- 


more Lake Road, Ann Arbor, Mich. 


Phone Accessory 5 

A new electronic device prom- 
ises to banish the strain of lis- 
tening to telephone calls against 
a high noise level background, 
or when telephone call connec- 
tions are poor. Called the Clara- 
fon, this tiny transistorized in- 
strument enables the hearer to 
receive every word loud and 
clear, anywhere, any time, over 
any noise. The hearer dials the ‘ 
volume he wants, just like a radio or TV set. Weighing but 24 
ounces, Clarafon clips on and off any standard telephone receiv- 
er in two seconds. It is a completely self-contained unit, and is 
powered by two long-life hearing aid batteries, good for up to 
1600 three-minute calls. There are no electrical connections to 
the telephone itself. It is particularly effective for the hard-ol- 
hearing, and for people who must use their telephones a great 
deal. Clarafon is being introduced to the United States by Mul- 
titone of Canada, Ltd., 130 Merton Street, Toronto, Canada. The 
suggested retail selling price is $49.95, including batteries. Dealer 
distributor inquiries are invited. 


Push-button Visible File 6 

A new Electro Kardex file, cap 
able of bringing the speed and eéf- 
ficiency of push-button filing to any 
office where visible records are of 
can be profitably employed, has 
been announced by the Remington 
Rand Systems Division of Sperry 
Rand Corp. Styled and designed 
to fit into the most modern office 


——— 





decor, it is described as the only 
mechanized visible file on the mar 
ket. At the finger-tip control of the 
operator, who works while comfori- 
ably seated, are more than 4,000 visible records filed under any 
one of the hundreds of adaptations possible through the Kardex 
system. When the operator pushes a button on the selector 
panel before her, a slide containing that record automatically 
positions itself in place before her, at perfect posting level, in 4 
Additional information on the Ne® 
Electro Kardex may be obtained at any Remington Rand Sales 
Office, or by writing to the company at 122 E. 42nd St., New 


York 17, N.Y. 





average of four seconds. 


(Continued on page 54) 
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| In my Opinion 


imagineering -- New Name 
For an Old Game 


“Imagineering” is a word you 
probably won’t find in any dic- 
tionary, but it’s not difficult to 
figure out what it means. It’s 
something like a one-man _brain- 
storming effort and, where sales- 
men are involved, it would be the 
equivalent of creative selling. 

A trade association closely re- 
lated to our own industry recently 
conducted an Imagineering Con- 
test with a top prize of $1,000 and 
received close to two hundred en- 


tries. The sponsor was the Na- 
tional Paper Trade Association 
(NPTA). The purpose of the 


contest was to generate ideas for 
increasing the use of printing pa- 
pers, a goal which many of you 
would applaud. 

Results were announced at an 
NPTA convention in Chicago, 
which preceded by a few days our 
own industry’s NSOEA show in 
the Conrad Hilton Hotel. 

“We are very gratified,” an of- 
ficial of the paper group said in 
announcing the winners. “And I 
believe that printers, advertisers 
and paper merchants will benefit 
tremendously by the unique, un- 
usual and obscure samples and 
ideas of creative printing which 
were submitted in the contest.” A 
display of winning entries will be 
exhibited at graphic arts centers 
around the country. 

Because the paper industry is 
close to our own and in order to 
share the obvious moral on the 
advantages of a positive and cre- 
ative attitude toward markets, I'd 
like to describe for you a few of 
the winning ideas. 

The first prize winner suggested 
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that textbooks be offered in paper- 
back as well as hard cover edi- 
tions, so that the nation’s 44 mil- 
lion students could have a hard 
cover copy at school and a paper- 
back copy at home. The paper- 
back copy could be underscored, 
filled with marginal notes and kept 
by the student after completion of 
a course. It makes sense when 
you recall how in some classrooms 
the care and appearance of per- 
manent textbooks seemed more 
important than acquiring an ed- 
ucation, 

Another paper merchant sug- 
gested that restaurants have spe- 
cial take-away menus for children 
with comic masks printed on the 
reverse side. 

One idea man thought that gas 
companies ought to pass out print- 
ed travel games for children of 
families on the road. 

Two suggestions concerned sup- 
ermarkets — a printed list on each 
shopping cart showing where dif- 
ferent items can be found in the 
store; and a preprinted shopping 
list blank in store-aisle order which 
customers could pick up on their 
way out for use in planning their 
next visit. 

A good market for disposable, 
cardboard sun visors was seen by 


another paper salesman at all sorts 
of outdoor public events. The up- 
per surface of the visor could con- 
tain a message from the soft drink 
bottler or concessionaire 
passed them out. 

One prize-winner suggested that 
insurance companies or drug firms 
be sold on the idea of passing out 
identification cards showing a per- 


who 


son’s blood type and emergency 
medical information. 

Other ideas to promote the use 
of printing papers involved cor- 
porate mailing programs to retired 
employees, anniversary-year school 
annuals for alumni, yearbooks for 
elementary school graduating 
classes, printed circuit radio and 
television antennae which could be 
unrolled for use during periods of 
poor reception, and scores of ideas 
for novelty die-cuts in direct mail 
pieces. 

All of the suggest more 
than merely selling paper; they 
also offer a benefit to a specific 
consumer group. 

The point is clear. “Imagineer- 
ing” can be profitably used in any 
market, even our own. Let’s try 
a little imagineering on the subject 
of staplers, felt tip markers, dup- 
licators, calendars and other sta- 
tioner’s products. 


ideas 


MacethO Shaved 
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A colorful, personalized advertisi ig 
campaign helped this Texas deal 
main'ain high sales volume durine a 


normally slack season 











R. P. Grieve, executive vice president of Bennett's, answers one of many phone inquiries 
which resulted from a colorful, ‘shake hands" campaign. 


18 


Shake 


A colorful advertising campaign 
“& featuring the personal ap- 
proach helped Bennett’s of Dallas, 
Texas, maintain a high level of 
sales during the normally slack 
summer season this year. 

Created by the Paul Berry Co., 
a Dallas advertising agency, the 
campaign was designed not only 
to bring in new customers, but 
also to establish the personalities 
of Bennett salesmen in the eyes 
of customers while at the same 
time providing incentive for the 
salesmen and injecting color and 
enthusiasm into the business of 
selling stationery, office furniture, 
business machines and _ printing. 

The campaign began last March 
with one-column, six-inch _inser- 
tions in one Dallas daily newspa- 
per. Each ad featured a_ picture 
of a Bennett salesman with the 
headline phrase, “Shake Hands 
With a Bennett Man.” Alternat- 
ing pictures of the firm’s eight 
local salesmen, the three ads ran 
each Monday, Wednesday and 
Friday for a ten-week period. For 
maximum pulling power, they were 
alternated between the first  see- 
tion and the sports section. 

A larger three-column, 10-inch 
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ad was used in the Sunday paper, 
in either the sports or financial 
section. This ad featured illustra- 
tions of the firm’s services, a 
sketch of two clasped hands, which 
served as something of a_ trade 
mark for the campaign, and once 
more the phrase which was the 
central theme of the campaign, 
“Shake Hands With a Bennett 
Man.” 

The larger ads were also used 
in Banker's Digest — a quarter 
page every second week — and in 


Hands 


Dallas Magazine, the official pub- 
lication of the local Chamber of 
Commerce, with a full page each 
month. 

Impressive results were becom- 
ing apparent by the end of the 
campaign’s first 10-week period. 
Each local Bennett representative 
enjoyed an increase in sales, with 
one salesman reporting that he 
had made the largest volume of 
any 10-week period since joining 
the firm. 

Another Bennett salesman tells 
of being recognized by a stranger 
in an elevator of the Medical Arts 
Building in Dallas. The man 
smiled at him and said: 

“You're one of those Bennett 
men, aren’t you? I knew you from 
your picture in the newspaper 
ads.” 

A large amount of friendly kid- 
ding from customers about “shak- 
ing hands with a Bennett man” 
was another indication that the 
unusual campaign was catching on. 

Salesmen also reported that the 
personalized ads carrying their 
photos served as effective “door 
openers” in dealing with new cus- 
tomers. With the salesman’s pic- 
ture serving as something of an 
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introduction and the prospect rec- 
ognizing a familiar face, friendly 
relations were established 
the very beginning. 

The campaign was stepped up 
with new intensity during its sec- 
ond phase, which began in June. 
Insertions now appeared in both of 
Dallas’ daily newspapers, one pa- 
per carrying them on Tuesday, 
Wednesday and Thursday and the 
other on Monday, Wednesday and 
Friday. 


from 


Increased to two-column, — six 


ith Success - 


inches in size, they appeared ex- 
clusively in the = sports section. 
Each ad carried a head shot photo 
of a Bennett salesman, along with 
a larger picture of either the of- 
fice supply, business machines, of- 
fice furniture or printing depart- 
ment, with personnel from the 
department featured. Each gen- 
eral line salesman’s picture ap- 
peared four times during the 
series, each time with a different 
department. The newspaper ads 
during the second phase were de- 
signed to feature both the Bennett 
salesmen and also store services, 
with emphasis now on the services. 
The same type ads were con- 
tinued in Banker's Digest and 
Dallas Magazine. Quarter-page 
insertions also appeared in South- 
western Purchaser, a regional pub- 
lication for purchasing agents. 
This second phase of the Ben- 
nett campaign also featured radio 
and direct mail advertising. 
Radio proved especially effec- 
tive with spots from 7 to 9 a.m. 
on Monday, Tuesday, Wednesday 
and Thursday. 
ually 
signed to 
customer 


The spots were us- 
before newscasts and de- 
catch the prospective 
driving to work and 





A WINNER! 
Since this article was prepared 
for publication, the advertising 
program described here has won 
Bennett's a sterling silver award 
from NSOEA for the outstand- 
ing dealer advertising program 
of the year, based on effective- 
ness, initiative, appearance and 
continuity. 
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likely to be in a mood for business. 
Each week one 60-second and two 
8-second spots were carried for 
two days; and two 60-second and 
one 8-second spots for the other 
two. 

To further emphasize the per- 
sonal touch, Bennett salesmen ap- 
peared on the 60-second spots in 
interview type broadcasts. Again 
following the “Shake Hands With 

Bennett Man” theme, the radio 
broadcasts simulated the hand 
shake with a loud, squeaky sound 
effect, thus giving the campaign 
an added touch of humor. 

To a select list of business firms 
in all of the Texas area served by 
Bennett’s, large, multi-colored di- 
rect mail pieces were sent out, one 
per week to each firm, during the 
second phase of the campaign. Ten 
different pieces were used, each 
being in the shape of and carrying 
a sketch of the now familiar Ben- 
nett hand clasp. 

The hand clasp was also fea- 
tured on calling cards and on 
neckties provided for each sales- 
man, and on colored, silk-screen 
cards on Bennett trucks and sales- 
men’s cars. 

The striking effect of the truck 
cards can best be described in the 
words of a Bennett department 
head: 





Jim O'Connor, manager of the business ma- 
chines division at Bennetts, shows some of 
the enthusiasm engendered among sales peo- 
ple by the advertising campaign. In addition 
to its effect on sales, the campaign is said 
to have greatly increased employee morale. 


“T didn’t know about them right 
While on a downtown 
street my attention was drawn to 
the clasped hands on a truck card. 
Only then did I notice the sign 
on the door and realize it was a 
Bennett truck.” 

In summing up the 
his firm’s advertising campaign, 
R. P. Grieve, executive vice presi- 
dent of Bennett’s, says: 

“We believe that the 


away. 


results of 


reaction 


to the campaign has been highly 
favorable in view of our sales vol- 
ume remaining at a high level dur- 
ing a traditionally slack period. It 
has drawn many inquiries and re- 
quests to send out a salesman. It 
has helped publicize our firm and 
greatly improved the morale of our 
sales force. 

“While it is often difficult to 
determine the exact source of new 
customers, a number of ours have 
voluntarily stated that they were 
attracted by our personalized 
newspaper ads and our radio spots, 
The “squeaky hand shake” in the 
broadcast ads drew much amused 
comment. 

“Recently we’ve been asking 
new customers what first attracted 
them and many can be traced di- 
rectly to the campaign.” 

R. W. Wieting, Jr., at the ad- 
vertising agency, plans to extend 
the campaign into a third phase. 
“Plans are still indefinite,” he said 
recently, “except that it will again 
use the ‘Shake Hands With a 
Bennett Man’ theme and it will 
be based upon a thorough study 
of the results of the first two 
phases.” 

Regardless of what follows, the 
people at Bennett's feel they have 
already shaken hands with  sue- 


cess, 





A.C. McPHAML 
Beles Representelive 











Sales Representative 
Complete stocks of officg 
Bennett's. Whatever you! 
when you dial RI 1-320% 








SHAKE HANDS WITH A BENNETT'S MAN 


KSA 
» a 
NS 1829 CORSICANA ST. + DALLAS 


Printing + Office Furniture - Office Supplies - Business Machines 





Cykt hands with oe 


th the 
AL ofptl [of Mr 
A> MY afi shee 


rooms you'll find a wide selecti 





WKS we 


Be2e CoRsIC 


Printing - Office Furniture - Office Suppl 


"Shake hands 


n fa) she 


Complete stocks of office supplies are always available at 
Bennett's. Whatever your need, get fast dependable service 
when you dial RI 1-3201. 


CHARLES THOMAS 


Soles Representetire 











‘shal hands 
 ydth Pht 


office =p 

I 
maa n tam 
ep 
Bennett's. Whatever your need, get fast dependable service 
when you dial RI 1-3201. 














WALTER SANOKUML 


Seles Representative 






In Bennett's showrooms 





SHAKE HANDS WITH A BENNETT'S MAN 


xs KS Cocantia.. 


1829 CORSICANA ST. © DALLAS 


Printing - Office Furniture + Office Supplies - Business Machines 






ces 


KS 





' Proper equipment operated by ~~ er 
: produces quality printing is Bennet! 
Whether your next printing job is sae or var 

+ Bennett's can do it best. Dial RI 1-3201 


SHAKE HANDS WITH A BENNETT'S MAN 


\ SSrantta 


1829 CORSICANA ST. © DALLAS 


1Prietng Oe Furniture - Office Supplies - Business Machines 





























MODERN STATIONER, NOVEMBER, 1960 





a." 


( 
throu 
with 
telep! 
fice > 
phon 
back- 
paign 
Th 
been 
tailer 
exper 
owne 
Supp 
succe 
ing se 
or 
Says 
teen- 
Grint 
consi 
the t 
mor 
than 
“D 
one | 
we | 
perio 
that 
most 
we e) 
tinui 
come 
Th 
ated 
color 
in th 
Adve 
of t 


MODE 


ighly 
; vol- 
| dur- 
. 
id re- 
n. 
1 and 
of our 


lt to 
f new 
have 
were 
alized 
spots, 
n the 
nused 


king 
acted 
ed di- 


ie ad- 
xtend 
phase. 
e said 
again 
ith a 
t will 
study 
tL two 


s, the 
’ have 
1 suc- 











Private Line Promotion | 


Brings School Crowd 


A sophomore girl at Grinnell 
(Iowa) High School is going 
through the current school year 
with her own private line colored 
telephone, thanks to Grinnell Of- 
fice Supply Co. which offered the 
phone as the grand prize in a 
back-to-school promotional cam- 
paign during the month of August. 
The same promotion plan has 
been used by other types of re- 
tailers in other communities. The 
experience of Robert E. Anderson, 
owner-manager of Grinnell Office 
Supply, indicates it can be used 
successfully by the stationer sell- 
ing school supplies. 

“The campaign was designed,” 
says Mr. Anderson, “to attract the 
teen-age population in and around 
Grinnell into the store. It created 
considerable conversation among 
the teen-age group and brought in 
more back-to-school customers 
than we had expected. 

“During a 25-minute period over 
one noon hour, I would estimate 
we had 60 cash sales, and the 
period from 4 to 5 p.m. brought 
that many again. Admittedly, 
most of these sales were small, but 
we expect this group to be our con- 
tinuing customers for years to 
come.” 

The telephone company cooper- 
ated by furnishing a number of 
colored telephones for display use 
in the store during the promotion. 
Advertising expense for the month 
of the promotion was approxi- 
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An lowa dealer worked with his local telephone 
company on a promotion that attracted extra back- 
to-school business and made new friends for the store 


Robert E. Anderson, center, owner-manager of Grinnell (lowa) Office Supply, awards grand 











prize in “private line promotion" to Miss Darla Heneke, high school sophomore. Assisting 
at the presentation is M. E. Fouts, left, commercial manager of the local telephone company. 


mately $250, concentrated on the 
“Private Line” and on a new line 
of school supplies being introduced. 
Registration for the grand prize 
was limited by age and also by 
area because the cooperating tele- 
phone company services only Grin- 
nell and not surrounding towns. 
“We extra publicity 
that we hadn’t anticipated,” . says 
the Iowa dealer. “The local radio 


received 


station and newspaper carried 
news of the unusual contest and 
announced the winner’s name. The 
phone company is covering it in 
a monthly house organ and we ex- 
pect to have a picture and story 


in the school paper. Other merch- 
ants in town also showed great 
interest in how the promotion was 
going.” 

The drawing was August 29, a 
day on which Grinnell Office Sup- 
ply rang up the cash register 176 
times and made a number of 
charge sales that were not rung 
up. 

Mr. Anderson was so pleased 
with the outcome that he tenta- 
tively plans a similar promotion 
next August, with a private line 
colored telephone again being the 
grand prize for some lucky teen- 
ager. 








When should you mail a 


Christmas catalog? When do 
most stationers expand 
Christmas card and gift wrap 
displays? Here are survey 
findings which will help you 
judge your own holiday 


promotion plans 


Tips on Holiday Scheduling 


p teeed to the average month- 
4ly business for the first nine 
months of the year, the stationer’s 
total greeting card and gift wrap 
business is about twice as great in 
October, five times as great in 
November and eight times as great 
in December. 

And it’s the month, not the 
night, before Christmas when all 
through the nation retail store hol- 
iday promotions are heaviest. 
More than 80 percent of the coun- 
try’s department 
Christmas or pre-Christmas theme 
in November advertising, accord- 
ing to a survey of 930 member 
stores of the National Retail 
Merchants Assn. 

A summary of several surveys 
on the subject gives a good idea 
of what is commonly done in the 
way of expanding certain holiday 
departments and promoting 
Christmas merchandise. 

Seven out of eight stores, for in- 
stance, extend their greeting card 
and gift wrap displays beyond nor- 
mal departmental limits for the 
Christmas _ selling The 
average expansion of cards and 
gift wraps into extra space occurs 
eight weeks before Christmas, 
about October 28. However, one 
third of the stores studied in a 
survey expanded their displays be- 
tween October 1 and 21, while 10 
percent opened their outpost dis- 
plays as early as September. Four- 
teen percent did not expand until 
after Thanksgiving. 

Expansion of seasonal displays 
to profitable outpost areas is most 


stores use a 


season. 


22 





commonly done to increase sales 
of boxed assortments, solid packs 
and gift wraps. Counter cards and 
personalized cards are less likely 
to be moved out of the regular 
greeting card department. 

Outpost displays for greeting 
cards and gift wraps during the 
next two months are considered 
absolutely essential in most stores 
in order to obtain a full share of 
holiday The type of 
space used and its location will 
vary widely between stores. In 
many instances, stores can make 
use of space not normally occupied 
by selling departments, such as of- 
fice space or an office furniture 
display area. In other cases, they 
can use space occupied by depart- 
ments with relatively low volume 
during the holiday season. 

Whatever extra 
advance planning will include the 
number outposts required, their 
location, size and dates of opening. 
Many stores have reported dollar 
sales per square foot of more than 
$300 in these outposts. 

Total Christmas card and gift 
wrap sales in one group of sta- 
tionery departments for a recent 
holiday season broke down into 
averages of 25 percent solid packs, 
22.4 percent gift wraps, 20.4 per- 
cent personalized cards, 19 percent 
box assortments and 13.2 percent 
counter cards. 

The activity of other stores in 
a community can be a guide in the 
timing of Christmas promotions. 
More than two-thirds of the de- 
partment which mail out 


business. 


space is used, 


stores 





a special toy catalog, for instance, 
have them mailed by the first week 
in November. The range in mail- 
ing dates for these special toy cat- 
alogs is from September 15 through 
November 25. 

Some start trimming for the 
holiday season as early as October 
15, and very few wait until the 
end of November. 

Edward F. Engle, manager of 
the sales promotion division of the 
National Retail Merchants Assn., 
points out that heavy emphasis 
on Christmas advertising and dis- 
play in November is due to the 


desire of retail stores to make 
Christmas shopping as_ pleasant 


and effortless as possible for the 
customers. 

“In November, store stocks and 
selections are greatest, the aisles 
are less crowded than in Decem- 
ber, and the sales people have 
more time to advise customers on 
gift purchases,” he said. “In an- 
nouncing by means of catalogs, 
ads and displays that stores are 
ready to fulfill customer gift needs 
in November, retail establishments 
benefit both customers and em- 
ployees alike.” 

The following survey results tell 
how this is achieved. 


DISPLAY EXPANSION 


Expansion of Christmas card and 
gift wrap displays: 
Less than 4 weeks 


before Christmas 14% 
5-8 weeks 14% 
9-12. weeks 32% 
Over 12 weeks 10% 
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HOLIDAY TRIMMING 


Date on which holiday trimming of 
mai: floor begins: 


Third week in November ..........37% 
Fourth week in November 31% 
Second week in November 15% 
First week in November 13% 


A quick tabulation indicates that 
a total of 96 percent of the stores be- 
gin their holiday trimming sometime 
in November. 


CATALOG MAILING 


Date on which Christmas catalog 
is put in the mail: 


Third week in November 28% 
First week in November 27% 
Second week in November QT 
Thanksgiving week ..... “ 6% 


Other individual stores mention 
dates as early as October 20 and as 
late as December 1. 


NEWSPAPER SUPPLEMENT 


Publication date of special Christ- 
mas newspaper supplement: 
Last week in November . 33% 
First week in December vincouel 
Other single replies on this ranged 
from November 5 all the way through 
December 6. 


CHRISTMAS THEME 


Date on which Christmas or pre- 
Christmas theme is first used in ad- 
vertising: 


Third week in November 34% 
First week in November .. 28% 
Fourth week in November ........20% 
Second weck in November ........ 9% 


Single replies ranged from Octo- 
ber 25 through two weeks before 
Christmas. 

Similarly early dates are fav- 
ored by stores which run a _ pre- 
Christmas sale. Three-fourths of 
the stores with such promotions 
run them sometime from the third 
week of November to the first 
week of December, although in- 
dividual stores hold such events 
any time from October 25 to two 
days before Christmas. 

(Some of the statistics in this re- 
port were gathered by The Rust Craft 
Institute and are reproduced with the 
permission of Rust Craft.) 
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Have Flair 
With Foil 





luminum foil gift wrapping, a 

big new holiday and _ year- 
round seller for many stationers 
can also be used to add color to 
window displays, departmental 
decorations or even to floats in a 
Santa Claus parade. 

These examples show how others 
have used foil effectively as cos- 
tuming for a mannequin and coat- 
ing for a car. 

The pictures are from (1) Mary 
Edith Shop, Waukegan, IIl.; (2) 
Utility Stationers, Chicago; (3) 
Emporium, San Francisco; and (4) 


Kahn’s in Oakland. 


(Photos courtesy Reynolds Metals 
Decorative Foil Division) 












pecently I attended a joint 

\ meeting of educators and sales 
executives. The purpose of this 
meeting was to get all of us to 
work together to encourage more 
young people to choose selling as 
a career, This is indeed a worth- 
while endeavor for reasons which 
are well known to all of us. 

The major weakness in the all 
day program, however, was that 
fact that nothing was said about 
the real heart of the problem. The 
truth of the matter is that few 
young people ever start out with 
plans to become salesmen. They 
may want to become doctors, law- 
yers, engineers, or even teachers, 
but rarely do they become sales- 
men by design. 

This attitude is not going to be 
changed by indoctrination in 
schools and colleges. It will only 
change when a degree of profes- 
sionalism becomes evident among 
vareer salesmen. Doctors, lawyers, 
engineers and teachers did not 
achieve the places of prestige they 
now hold because they were put 
on a pedestal by others. They got 
up on the pedestal themselves and 
said, “Look at us. Where would 
the world be without us?” 

Well, where would the world be 
today without salesmen? Even 
these other professional men would 
be completely lost, if they didn’t 
have salesmen calling on them to 
show them the new tools of their 
trade. 

I believe there is going to be a 
big swing toward professionalism 
in all business activities. The time 
will come when a qualified sales 
representative will be viewed by 
his customers as being on a par 
with their legal advisors and ac- 
countants. Assumption of this po- 
sition by the salesman will prob- 
ably do more to increase his pro- 
ductivity than all the bags of 
tricks and stereotyped approaches 
to selling that have ever been of- 
fered. The relative prestige of the 
individuals involved is an impor- 
tant element in any business trans- 
action. It therefore is important 
from a business standpoint as well 
as for personal reasons that we get 
our salesmen started on the road 
to professionalism as soon as pos- 
sible. 

First let’s take a look at what 
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The time will come, says Dr. Cross, when a qualified 
sales representative will be viewed by his customers as 
being on par with their legal advisors and accountants 





By Gordon B. Cross, Ph.D. 


Consulting Editor 
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it is that makes an occupation be- 
come more professional. It is gen- 
erally agreed that there are four 
criteria for determining what is 
and what is not a_ profession. 

1. The practice of a profession 
must rest on a systematic body 
of knowledge of substantial intel- 
lectual content and on the devel- 
opment of personal skill in the ap- 
plication of this knowledge to 
specific cases. 

2. There must exist standards of 
professional conduct which take 
precedence over the goal of per- 
sonal gain, governing the profes- 
sional man’s relations with his 
clients and his fellow practitioners. 
3. A profession has its own as- 
sociation of members, among 
whose functions are the enforce- 
ment of standards, the advance- 
ment and dissemination of knowl- 
edge, and perhaps some control 
of entry into the profession. 


4. There is a prescribed way of 
entering the profession through the 
enforcement of minimum _ stan- 
lards of training and competence. 

At first glance, it might seem 
that this list rules out all business- 
men. But is this really so? Cer- 
lainly it is difficult for the business 
atrepreneur (the boss) to qualify. 
However, the salesman, who is 
vrious about his work and takes 
pride in his way of life can come 
iirly close right now to being 
dassed as a professional. Let’s 
ook at the elements in our list of 
titeria and see how they might 
ipply specifically to sales people. 

Body of Knowledge. Much 
progress has been made in recent 
years in defining the job of selling 
ind sales management. 
usiness libraries include 


Good 
many 
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shelves of volumes on the subject. 
There are many good periodicals 
in the field. Within these volumes 
reposes the body of knowledge 
concerning the profession. In ad- 
dition, there is much specific ma- 
terial in training departments and 
departments of specialized 
companies. 

Some might question the intel- 
lectual content of this body of 
knowledge, but there has been a 
tremendous upgrading in much of 
this work in recent years. We 
have come a long way from Elmer 
Wheeler to Dr. Dichter. Selling 
organizations are continually call- 
ing on the skills of professionals 
in the social sciences and humani- 
ties to help them with their prob- 
lems. 

Standards of Professional Con- 
duct. None of us can argue that 
standards of conduct have changed 
greatly within the 


sales 


span of our 


memories. High-pressure — selling 
is no longer considered the most 
effective way of moving goods. 
Most of us realize that our suc- 
cess depends more upon the de- 
velopment of a continuing, mu- 
tually profitable relationship than 
it does upon sharp or tricky prac- 
tices. 

It is too much to expect our 
standards to take precedence over 
our desire for personal gain. Let 
any professional claim such a po- 
sition and we would be rather 
skeptical of his honesty. We do 
know that in selling as in other 
occupations we frequently perform 
services which do not result in im- 
mediate financial gains. Perhaps 
we do them as frequently as do 
some of our friends who are doc- 
tors or lawyers. 


Associations of Members. We 
certainly have plenty of associa- 
tions. If they fall down on any- 
thing, it is probably in the role 
they play in enforcing or prescrib- 
ing standards of conduct. Yet we 
know that the men who achieve 
the greatest recognition in their 
associations are those whose ethi- 
cal standards are consistently 
high. Thus indirectly, our stan- 
dards of conduct are already be- 
ing policed. 

Entry into the Profession. We 
must admit that we cannot qualify 
under this criterion. There is no 
special way in which a salesman 
He just 
gets a job, is sometimes trained, 
Probably this 
is just as well as long as there is 
a shortage of people who are in- 
terested in the field. 

The lack of standards of entry, 
if it is a lack, could be partially 
corrected by the creation of a 
designation such as “Certified Pro- 
fessional Salesman.” Such a des- 
ignation could then be awarded to 
individuals who achieved and 
maintained certain definite quali- 
fications. 

Thus we see 


gets started in business. 


and goes to work. 


that on the whole, 
the occupation of being a sales- 
man could conceivably be upgrad- 
ed to that of being of professional 
station. It seems to me that it 
would be very important to have 
it reach that station. In the mean- 
time, all salesmen could help im- 
prove the regard accorded sales- 
men if they would assume a more 
professional attitude. 

Here are a few 
gestions for getting 
this course: 

All salesmen should let it be 
known that they engage in contin- 
ual study in all aspects of their 
work. 

Salesmen should play up the 
element of showmanship which is 
inherent in their work. 

Salesmen should carefully guard 
the ethical standards of their work 
performance. 

Salesmen should start to show 
their pride in their occupation or 


concrete 


started on 


sug- 


profession. They should play up 
the rewards of the “Life of the 
Salesman” in order to overcome 


such propaganda as shown in “The 
Death of a Salesman.” 
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New officers of NSOEA include, left to right, seated: H. Caldwe'l Harper of Harper Brothers, 
Inc., South Carolina, vice president, Distributors Division; J. Howard Patrick of Patrick & Co., 
San Francisco, president; and Bill Fletcher, The Carter's Ink Co., vice president, Manufacturers 
Division. Standing are M. S. Marshall of Ginn’s Stockett-Fiske, Washington, D. C., treasurer; 
Leon Black of the Sheaffer Pen Co., vice chairman, Manufacturers Division; Izzy Voda of the 
Wallace Pen Co., vice chairman, Field Division; and C. W. Clemen of G. J. Aigner Co., vice 
president, Field Division. Not pictured are Burt Henderson of County Stationers, Inc., Ventura, 
Calif., vice chairman, Distributors Division; Joe (Mike) Runnels of Commercial Office Furniture 
Co., Washington, D. C., assistant treasurer; and Martin M. Moldow, manufacturers representa- 
tive, secretary of the Field Division. 
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Both the Governor's Trophy and the Travelers Club Trophy went to Region 5. Henry Chesick, 
left, The Century Press, New Castle, Ind., and Cal Long of Cal Long & Associates, Cincinnati, 
accept trophies and congratulations from Charles Mortensen, center, NSOEA general manager. 
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Revolution and evolution in the § o!. |! 
whol 
office were explored in depth § j,; i 
° 
art, J 
ing in history, for the benefit ing a 
NSOE 
of stationery and office equip- § 3 ,, 
$495.0 
with ¢ 
supply line to American ects V 
and g 


at the largest industry gather- 


ment dealers who form a key 


business 


hers. 


that : 


NSOEA| 


M ore than 15,000 distributors § sults 
, and manufacturers registered § NSO 
to make the 1960 Convention § in the 
Exhibit of the National Stationery § 1959, 
and Office Equipment Assn. the § who 
largest industry gathering in his § vious 
tory. 8 

They studied new trends in pa-§ succe 
perwork automation, new concepts § and 
in office design, new ways of sell-§ meeti 
ing in the suburbs, new needs of 
women office workers and more § did n 
than 25,000 new and old produets § the : 
on display Sept. 24 through 28 in § nearl; 
the Conrad Hilton Hotel at Chi § NSO 
cago. venti 

Registration for the 55th annw § geles 

al NSOEA convention totaled 15; 
005 at noon on the final day when 
show visitors were still signing in 
for a look at the six floors of ex 
hibits. The previous attendance 
record for NSOEA was a 1959 fig 
ure of 14,900. 

Highlights of the Association 
business sessions included: 

Approval of a plan to redistriet 
NSOEA, reducing the number @ 
regions from 14 to 10. The com 
solidation will go into effect @ 
proposed by the executive Come 
mittee following 1961 regional 
meetings, except for minor reve 
sions to accommodate borderlie 
communities which will be ¢om 
sidered during a 90-day grace pete 
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od. The action brings the first 
wholesale revision of district boun 
daries since 1924. 

e \ report by W. Neill Stew 
art, Jr., retiring president, show- 
ing a balance of $41,000 from 
NSOEA operations for fiscal 1959- 
60 and an Association reserve of 
$493,000 which “enables us to plan 
with confidence the various proj- 
ects Which constantly bring new 
and greater services to our mem- 
Mr. Stewart also announced 
that a new study of operating re- 


bers.” 





auguration of a new research proj- 
ect to determine the size and scope 
of the industry and the effective- 
ness of NSOEA programs for its 
members. 

Members elected their first West 
Coast years, J. 
Howard Patrick, and approved a 
new office, honorary chairman of 


president in 25 


the board of control, for immedi- 
past presidents. In addition 
to the elected officers (pictured) 
John D. Horne of Eberhard Faber, 
Inc., and Ivan Allen, Jr., Atlanta 


ate 





Automation 
An “Automated City” with sim- 


ulated stores and offices in the 
lobby off the Hilton’s grand ball- 
room showed dealers how SIX dif- 
ferent could 
be used to automate paperwork 
different of small 
business. Trained personnel oper- 
ated the automatic 
typewriters, sorters, and check im- 
printers, explaining shortcuts made 
possible by automation. 
Related items of interest 


machine operations 


for six types 


computers, 


to the 


Attendance Tops 15,000 


sults shows only 8.5 percent of 
NSOEA dealer members operated 
in the red during the calendar year 
1959, compared with 24 percent 
who operated at a loss the pre- 
vious year. 

e A year-end summary on (1) 
successful changes to a seminar 
and workshop format for regional 
meetings, (2) an experimental 
public relations program’ which 
did much to bring the industry to 
the attention of the public, (3) 


nearly complete plans for an 
NSOEA Western Regional Con- 
vention and Exhibit in Los An- 


geles next February, and (4) in- 























dealer, were renamed to the seven- 
member executive committee. 
NSOEA contest winners, in ad- 
dition to those pictures on these 
pages included Bill Chancellor of 
West Texas Office Supply, Odessa, 


Texas, winner of the store mod- 
ernization award; and Harris Of- 
fice Equipment Co., Hartford, 
Conn., received an advertising 


award for best use of a_ single 
medium. 

Next year’s show will again be 
at the Conrad Hilton Hotel in 
Chicago. It is scheduled for Sat- 
urday through Wednesday, Sept. 
23-27, 1961. 


Sra, 


vi ve ‘ 
. 
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office supply dealer were shown to 
fall 
Input—paper tape, stock forms, 
punched cards, conventional bond 
paper and check forms. 
Output—marginal punched pa- 
per, custom forms, magnetic tape, 
imprinted checks. 
Housing — nylon 
paper tape files, shelving, conven- 
tional filing, paper tape and mag- 


into four categories: 


post binders, 


netic tape racks, tub files, tab 
files, rotating files, card racks, con- 
trol panel racks, in and out bas- 
kets, mobile carts, folders and 
check books. 

Accessories — file guides, work 


Governor's Round Table at 1960 convention brought together leaders of 14 NSOEA districts for the last 
time. After next spring's regional meetings, a consolidation plan wi'l reduce the number of districts to 10. 
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Mr. and Mrs. Frank Nolan step up to receive replica of Ivan Allen Trophy from Ivan Allen, 


Sr., right. Mr. Nolan of Gill Office Supply & Equipment, Long Beach, Calif., was named Dealer 
Salesman of the Year for 1960. 
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Leonard Wilcox, left, of Roberts Printing & Stationery Co., Hutchinson, Kansas, receives plaque 
naming him an honorary life member of NSOEA. He was cited for his two terms as president 
of the Association and as a champion of the small dealer. 


NSOEA 


scheduling board, chalk board 
notebooks, slide rules, pencils 
chairs, desks, ribbons, tab guides 
shelving markers, control panels 
sound proofer, portable keypunch, 
floor mats, type cleaner, brushes 
foot rest, ash trays, supply cab 
nets, folder dividers, write-on-i 
tape, magnetic ink, bursters, mas 
ters, rotating file indexes, cello 
phane adhesive tape, paper clips 
rubber bands. 

A new NSOEA sales training 
manual, to be issued this fall i 
two parts, gives dealers further 
information on “How to Sell the 
Automated Office.” 

“The day may not be far off; 
dealers were told by a panel d 
office automation experts, “wher 
smaller businesses such as your 
will be able to use electronic com- 
puters. In the meantime, you hay 
a very practical and immediate 
interest in automation—the auto 
mation of your customers. Hoy 
will it change their organizations’ 
Their management methods? How 
will it change the ways in whieh 
you can best serve and _ supply 
them?” 

The “electronic brain” is a myth 
and computers are simply nev 
tools, without which the whit 
collar force just wouldn’t be abk 
to handle today’s data accumula- 
tion and processing, said Warren 
C. Hume of IBM. Other pane: 
ists agreed with him that offic 
automation will not mean fewer 
office workers, but rather mor 
work and more and speedier in 
formation for management to work 
with. 

One important change dealer 
can count on, according to H. M 
Stanley, Jr., of Minneapolis-Hon- 
eywell, is the development of a 
distinct organizational unit whieh 
might be called the “management 
information systems group,” t& 


<—_€ 

Retiring officers compare parting gifts. w. 
Neill Stewart, Jr., left, the outgoing NSOEA 
president, is draped with tickets for @ tip 
to Europe. Bruce Adams, center, Pelouze Mfg. 
Co., and Charles Hucke, manufacturers rep 
resentative, received watches. Mr. Adams 
Mr. Hucke served during the past year 
vice presidents, representing the Manufat 
turers and Field Divisions. 
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the flow of information 
(and paper) throughout a com- 
pan) It will probably be set high 
in the organization, possibly at the 
controller level. And _ this will 
meal’ much less paperwork under 
the control of the operating de- 
partments. Thus a dealer may 
find his contact in a company is 
at a higher level where office auto- 
mation is in effect. This provides 
a chance to establish a clear, pro- 
fessional relationship. 

“Your customers,” 
“will develop many new 
which you should be _ pre- 
pared to fill. The most important 
of these will probably be in the 
areas of (1) assistance in train- 
ing, (2) supply of newly developed 
devices and equipment for the 
automated office, and (3) design 
and supply of special forms for 
data-gathering and print-out ap- 
plications.” 

The office equipment industry 
faces the challenge of training the 
white collar worker to be the pro- 
grammer, the machine operator, 
methods man or machine account- 
ant of tomorrow. And the time 
for a dealer to establish himself 
as a “consultant to the automated 
office” is when his customers are 
installing the new equipment. In 
effect: make sure your customers 
know you are in step with the 
automation trend. 

Selling in Suburbia 

A penetrating market analysis 
for stationers considering three dif- 
ferent types of other-then-down- 


Mr. Stanley 
said, 
needs 


modernization contest winners. 























Computer and related items in convention's ‘‘Automation City’’ are examined by delegates. 


town store locations was presented 
by Harbridge House spokesman 
Paul Ignatius and Michael San- 
your. 

Because 60 million people now 
live in and many 
mercial and industrial businesses 
have followed them, the market 
was described as a_ great one 
though largely an uncharted one 
for stationer’s products. 

The most attractive feature of 
a shopping center operation was 
said to be the fact that almost 


suburbs com- 


R. P. Grieve, right, of Bennett Printing Co., Dallas, 
receives Clegg Advertising Contest’s silver plaque 
from Harold Shively, publisher of MODERN STA- 
TIONER AND OFFICE EQUIPMENT DEALER who 
served jury chairman for selection of ad and store 
(See page 18) 


convention chairman. 


all sales are at list price. But rent 
is higher and there are new prob- 
lems with staggered shifts and part 
time help in keeping a store open 
from 9 to 9. 

It takes from $30,000 to $50,000 
to get started in a shopping cen- 
ter. If everything goes well, the 
operation should break even in its 
second year and earn a net profit 
of 5 to 10 percent from the third 
vear on. One-third to one-half of 
the sales volume will probably be 
in commercial stationery and of- 


Luncheon debater Rep. Walter Judd (R., Minn.), center, is welcomed to 
the show by Kemp Huber, left, of Weber-Costello Co., co-chairman, and 
Ralph T. Lowe, right, of Minnesota Mining & Manufacturing Co., general 




























Howard Wilde, left, Sharon Stationery & Sup- 
ply, Sharon, Pa., checks features of new 
office chair with William Clark of Hamilton 
Cosco. 





Maxton Lee, left, 
Eagle Pencil Co., 
smiles while two 
dealers enjoy _pri- 
vate aud tion of tele- 
vision commercials 
being used to intro- 
duce new Stickpen. 
The two booth vis- 
itors are Gino Rocca, 
Monarch Office Sup- 
ply Ltd., Windsor, 
Ont., and George F. 
Kolesa., City Office 
& Ari, Youngstown, 
Ohio. Mr. Lee won 
NSOEA's $100 “‘In- 
dustry Improvement 
Contest"’ with a sug- 
gertion that the As- 
sociation operate a 
nationwide place- 
ment service. 


fice supplies; the balance in re- 
lated lines such as social station- 
ery, greeting cards, paper goods, 
art and drafting supplies, cameras 
and even used office furniture. 

The shopping center operation 
demands great skill in retail mer- 
chandising and also qualified sales 
clerks to supplement self-service 
fixtures. The dealer who has not 
built up a “consumer franchise,” 
a reputation for serving the broad 
public, will find it especially diffi- 
cult to succeed in a shopping cen- 
ter. 

A second possible suburban lo- 
cation is the outside sales branch, 
a store with local ties in the sub- 
urb used as a base for general line 
outside salesmen to expand sales 
in a fringe area. This type of 


Presiding at hourly 
drawing for wrist 
watch winner, left to 
right, are E. Keith 
Clark, Wm. H. Wing- 
ert, and Miss Dome 


(Sandy Lipman). 








store also offers a profitable means 
for promoting capable and loyal 
salesmen to a position of greate 
responsibility as “branch mane 
ger.” 

A third possibility discussed 
the report was relocation in q 
semi-suburban store in the “ig 
skirts,” neither downtown nor 
the suburbs, but somewhere in be 
tween, probably near a_ freeway 
and an area of industrial and com 
mercial growth. Advantages @f 
such a location include reduced 
congestion and more parking spaee, 
better display facilities, efficient 
warehousing and the chance to use 
a one-level building. 

A dealer planning any kind of 
branch has much in his favor i 
his main store already has an ex 
cess capacity for purchasing, ae- 
counting and warehousing. It also 
helps to have trained personnel in 
the organization, especially at the 
managerial level. 


Woman's Point of View 

Making the downtown offic 
seem more like home for the see. 
retary was one point stressed by 
the panel of women executives who 
discussed feminine aspects of the 
revolution in the office. 

Designer Maria Bergson said of- 
fices today need more individual- 
ization and less’ regimentation, 
adding that simplicity, cconomy 
and room to operate are the see- 
rets of good office decorating. 

Other panelists agreed _ thal 
working women must be made to 
feel important, even if it means 
meeting their preferences for big 
comfortable 


ger erasers or more 
chairs. 
The home office market was de 


scribed as relatively untouched. 
And a sure-fire way to impress 
the office gals of the future was 
suggested—provide supplementary 
educational materials to busines 
colleges and commercial training 
schools, where millions of busines 
students are anxious to learn abot 
new products and efficient offiee 
methods. 


Office Design 
The differences of opinion be 
tween architects and office equip 
ment dealers are fast being over 
come as the two industries learn 
to work together on a wall-to-wall 
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Gracing head table at Ladies Luncheon are, left to right, Ann Landers, guest speaker, Mrs. 
Charles Mortensen and Mrs. J. Howard Patrick. 


Introducing the convention's panel discussion 
of “The Woman's Point of View’’ were Mrs. 
Mary Sutherland, left, of Everett Waddy Co., 
| : Richmond, first woman governor in NSOEA 
avor if approach to meet the expanding pointed out that architects must history, and Lorraine F. Werlla of Ches. G. 


q - » ° a ? ‘ . 7 @ Stott & Co., Washington, D. C. 
an eX § market for well-designed offices. be concerned with function, furni- 


xind of 






ng, ac A current evolution (rather ture, drapes and floor coverings 
It also than revolution) in office design because buildings are designed 
nnel it F was attributed to the impact of from the inside out. 
at the § technology—advances in plastics, Two dealer panelists, Perry 
acoustics, lighting and_ partition- Waldner, of D. Waldner Co., Mine- 
y ing; and to new knowledge of the ola, N.Y., and Frederick A. Reed, 
office | work habits and tastes of human Latsch Brothers, Inc., Lincoln, 
he sec § beings. Nebraska, explained their different 
ssed by “Productive collaboration” was approaches to office design. Mr. 
ves who & the phase used to describe how Waldner said his firm decided to 
of the @ furniture dealers and architects set up its own decorating and de- 
must work together to create prop- sign department, at the same time 
snid of | er Working environments. In most converting a 5,000 square foot top 
ividual & cases the architect will be captain floor into a showroom of executive 
ntation, | of the team, because the work re- suites. Mr. Reed says his com- _ 
conomy § quires specialized talents which pany works more closely with W.- Neill Stewart, Jr., left, retiring NSOEA 
2 . : : . -* . president, receives gift set from Dan Parker, 
the see — many dealers do not have avail- architects, frequently using their  jrandson of the founder and current pres- 
ing. able from their own employees. knowledge of arrangement and ident of Parker Pen Co. Parker was host at 
4 that An architect member of the panel color. @ convention breakfast honsring the evigeing 


NSOEA leader. 
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Homer Lay, center, assistant general man- 

. ager of NSOEA, picks name of Bob Crockett, 

Four plaques were presented at pre-convention dinner meeting of Wholesale Stationers Assn. Jacquin & Co., Peoria, Ill., as winner of set 

Mortimer Chute, left, Bainbridge, Kimpton & Haupt, was cited for his long service as an of five chairs from Cramer Chair's “1600” 

es learn officer of WSA. Three manufacturers honored for contributing to improved industry relations aluminum series. Assisting at the drawing 

1-to-wall were Nicholas Picchione, Dome Publishing Co.; Herman Hammer, Globe-Wernicke; and Arthur are Roy A. Cramer, left, and Robert L. 
\. Van Der Kar, Venus Pen & Pencil Corp. Wehner of the chair company. 
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” the heart of the financial dis- 
trict of San Francisco, which is 
itself the financial headquarters of 
the West, is where the new presi- 
dent of the National Stationery 
and Office Equipment Assn. pre- 
sides over a thriving, 66-year-old 
family business. 

The three-story building of Pat- 
rick & Co. lies in the shadow of 


the city’s tallest structures, includ- NSOEA in 25 years, grew up in the 


ing the new Equitable and Crown business. Like several other sec- 
Zellerbach office buildings. The ond generation stationers who 
store fronts on both Market and have occupied the top office in the 
Sutter streets which form two sides industry’s largest association, he is 
of a triangular block on which the a builder, not content to coast with 
business has been located since momentum from an earlier era, 
1912. Like Neill Stewart, John Brain, 

Here J. Howard Patrick, the Bill Diehl and Ivan Allen who 
first West Coast president of have served before him, he is find- 


The new president of NSOEA has risen to the challenges facing 
a second generation stationer. He brings a lifetime of experi- 
ence in the trade to the challenges now facing the industry 


Meet J. Howard Patrick, San Francisco 
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[Stationery Pat ater rick &60.8 Oo 


Printing 


J. Howard Patrick of 
San Francisco, new 
president of NSOEA, 
believes a second 
generation stationer 
has so many advan- 
tages that he should 
expect to improve 
on the founder's 
groundwork. 





The Patrick & Co. 
store has been lo- 
cated almost 50 
years on a triangular 
block in the city’s fi- 
nancial district where 
it fronts on both 
Market (left) and 
Sutte;: Streets. 
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ing new worlds to conquer. 

“The second generation in a 
business,” he says, “should be able 
to expand and do better than the 
founders because we of the second 
generation have the many advan- 
taves of having been educated in 
the business from an early age. 
It’s a challenge. My father, James 
M. Patrick, started this business 
in 1894 and I’ve been active in it 
since about 1928. With the head 
start he gave me, I'd be a poor 
manager if I didn’t do some im- 
proving and expanding.” 

What started as a ground floor 
rubber stamp shop has expanded, 
indeed, to the point where there 
are 80 people on the payroll of 
Patrick & Co., including 16 outside 
salesmen and 9 to 11 sales people 
in the store. 

In addition, Patrick & Co. is 
active in the manufacturing end 
of the business with a metal en- 
graving and rubber stamp opera- 
tion at its warehouse building 
three blocks from the main store. 

To top it off, Mr. Patrick also 
entered the wholesale stationery 
business with one of two acquisi- 
tions he made last April. He 
hought Modern Wholesale Sta- 
tioners which serves dealers in 
northern California. At the same 
time, he bought the Morgan & 
Barclay Co., a retail operation two 
blocks from him on Mission Street. 

The street store, with its two 
front doors, accounts for about 12 
percent of Patrick & Co. business. 
“Because of our location,” says Mr. 
Patrick, “the store is also a good 
advertising medium. Sixty to 70 
percent of our volume is done in 
commercial office supplies, but we 
also display social stationery and 
greeting cards for the walk-in cus- 
tomers.” 

Five years ago the growing busi- 
ness forced its own office staff to 
move to separate quarters two 
doors away on Sutter Street. 

Enough of the company’s busi- 
ness is done within a few blocks 
of the store to warrant the use of 
one full time delivery man on foot. 
Other deliveries are handled by 
United Parcel or by two leased 
cycles which come equipped with 
drivers. 

“A good sales job and good 
prices have built the business,” 
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says Mr. Patrick. “We have had 
some accounts for more than four 
decades, but there is no one big 
account that can make or break us. 
Not one of the biggest accounts we 
have represents more than a frac- 
tion of one percent of our volume.” 

Mr. Patrick assumes the presi- 
dency of NSOEA with a wealth 
of qualifying experience. His main 
hobby for years has been the civic 
life of downtown San Francisco, 
where he served most recently as 
president of the Rotary Club. He 
has also been a district governor 
of NSOEA’s Region 12 and a di- 
rector of the National Marking 
Devices Assn. 

His term as president coincides 
with NSOEA’s inaugural trade 
show in the west next February 
and he is sure the Los Angeles 
exhibit will be a big success. He 
has started a contest for his own 
salesmen, hoping to send all of 
them to the Los Angeles show 
so they can be exposed to the va- 
riety of products on display there. 

As a dealer with interests in the 
manufacturing of marking de- 





vices and steel imprinting dies, Mr. 
Patrick has a good understanding 
of the expense problem it is for 
NSOEA manufacturer members to 
man booths at trade shows. This 
understanding will help him, he 
feels, as NSOEA works out the 
new regional meeting and exhibit 
pattern at Los Angeles. 

For fellow dealers in NSOEA, 
Mr. Patrick hopes to inaugurate 
new services and create a greater 
awareness of present services at 
the grass roots level of the indus- 
try, perhaps through a field or- 
ganization that will help station- 
ers, large or small, to reach their 
full potential. 

Mr. Patrick was elected vice 
chairman of NSOEA’s distributor 
division at the 1959 annual con- 
vention. He advanced in mid-term 
to become vice president of the 
Association and in Chicago, Sept. 
28, he was elected president to suc- 
ceed W. Neill Stewart, Jr. 

He is the first West Coast presi- 
dent of NSOEA since Harry A. 
Morgan filled the office from 1933 
to 1935. 


Inside views, before current remodeling to get more aisle space and display area, show 
balcony and street floor where 12 percent of the company’s sales are made. The store’s 
location in a high traffic area makes it a good advertising medium, Mr. Patrick says. 
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NSOEA Announces 1961 
Schedule of Meetings 

The dates and locations of 
meetings for 1961, the last 
consolidation of districts, has been an- 
nounced by the National Stationery and 
Office Equipment Assn. 

Some of the 14 regions will lose their 
identity in a re-arrangement of regional 
boundary lines following this final series 
of 14 separate spring meetings. In 1962, 
the number of regional meetings will be 
reduced to 10 

The 1961 calls for the 
holding of two California meetings earlier 
than usual, in conjunction with NSOEA’s 
first western regional convention and ex- 
hibit in Los Angeles Feb. 24-26 

The schedule follows: 


regional 


year before 


schedule also 


The schedule follows: 
Dist. Place 
12 Biltmore Hotel 
Los Angeles 


Dates 
Feb. 24-26 
Los Angeles 

Atlanta Biltmore 
Atlanta, Ga. 

Hilton Hotel 

San Antonio, Texas 
Brown Hotel 
Louisville, Ky. 

The Elms Hotel 
Excelsior Springs, Mo. 
Hotel Utah Motor 
Lodge, Salt Lake City 
Gearheart Hotel 
Gearheart, Ore. 

Fort Des Moines 
Hotel, Fort Des 
Moines, Iowa 

Leland Hotel 
Springfield, Tl 
Grossingers 

Ferndale, N.Y. 
Cavalier Hotel 
Virginia Beach, Va. 


Feb 
April 


24-26 
14-15 
April 20-21 
April 28-29 
May 
May 12-18 
May 


19-20 


May 


June 2- 

June 5-6 
June 9-10 
Saranac Inn 


Saranac Inn, N.Y. 


Mt. Washington Hotel 
Bretton Woods, N.H. 


June 16-17 


June 23-24 


New Booklet Explains 
Profit Planning Guides 

A step-by-step approach to future profit 
possibilities based on planning and con- 
trol is outlined in a new booklet an- 
nounced by the Small Business Adminis- 
tration. 

The booklet 


ness 


introduces the small 
owner and manager to three 
guides to profit planning and control: 
(1) The break-even point; (2) the level 


busi- 
basic 


(Continued on page 36) 
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People and Events 


PRESSTIME NEWS 


A gain of 6.8 percent in dollar volume of business forms sales was reported 
for the first six months of 1960 as compared with the same period last year to 
members of the Business Institute at a fall meeting. An earlier esti- 
mate of $400 million total sales for the year of 1959 was revised upward by 
$25 million and this year’s total should go still higher. 

New directors named by the Institute include THomas A. Taytor, Schwa- 
bacher-Frey Co.; Joun P. Apams, Adams Brothers SalesCook Co.; GARNER 
DunKERLEY, Jr., Ennis Business Forms, Inc.; Ropert BennincHoren, The Ham- 
ilton Autographic Register Co.; and W. F. Wauuace, Jr., The Wallace Press. 


Forms 


The National Office Machine Dealers Assn., through its legal counsel, plans 
to ask Congress to pass a franchise act that will give protection to office ma- 
chine dealers. 


The SoundScriber Corp., North Haven, Conn., manufacturer of electronic 
disc and magnetic recording and dictating equipment, has announced purchase 
of a line of magnetic machines developed by Minnesota Mining & Manufactur- 
ing Co. SoundScriber acquired all rights, designs and developments pertinent 
to both office and portable models, which will give the company complete cov- 
erage in the magnetic and dise field. 


Organization of Triangle Business Machines, Inc., of Los Angeles, first 
Western company to develop and manufacture photocopy equipment, has been 
announced by Bennerr M. Hartman, president. In addition to producing a 
line of office and industrial photocopy equipment, the company also will market 
through office equipment distributors and suppliers a line of photocopy paper 


designed for use in its own as well as in competitive machines. 


Deaths: Epwarp M. Casaniss, who retired last May as board chairman 
of the Joseph Dixon Crucible Co., died in Washington, D. C., Sept. 27 at the 
age of 75. He had been with Dixon for 36 years. 

Louis J. Knope, 68, of Park Ridge, Ill., operator of a commercial stationery 
store for 30 years, died in September from complications following a heart attack. 

Eart E. Dition, 74, retired superintendent of the stationery room in the 
House Office Building in Washington. D. C., died Sept. 20. 


Sheaffer Pen Company’s “Pennant Drive Campaign” for commercial sta- 
tioners, originally planned to end on Sept. 30, has been extended through Dee. 
$1. The promotion credits commercial stationery firms with prize points that 
can be divided among individual salesmen in a variety of ways at the discretion 
of the store’s management. 

The pen company has also announced that it is again sponsoring the world’s 
largest literary competition for secondary school students —the annual Schol- 
astic Writing Awards conducted by Scholastic Magazines, Inc. Last year close 
to 150,000 students submitted manuscripts. 


7 : 


Par Patterson, veteran manufacturers representative with headquarters 
in Cleveland, has been appointed director of national sales and merchandising 
for The Majestic Staple Co., makers of clips, staples, fasteners and rubber bands. 
He will continue to call on the trade in his area and at the same time superf- 
vise a national sales force of manufacturers representatives for Majestic. 
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WHERE DO YOUR SPIRIT MASTERS RANK IN THE 





Columbia 
Cleanliness 
Index 


The Cleanliness Index dramatically demon- 
strates the wide gap in the cleanliness of 
spirit masters 
aggravation of ordinary uncoated purple 
masters to the immaculate performance of 
Columbia's supercoated, super clean Mara- 
thon Blue Ready-Masters. 


ranging from the grime and 
































It could be quite a revelation to find out 
just how clean your spirit masters really are 
... not only in the preparation, but in the 
handling and duplicating as well. It could 
also result in quite a saving in time and 
money, to say nothing of the improvement 
of the quality of your duplicating. 


Columbia salesmen are anxious to demon- 
strate these differences at no cost or obli- 
gation to you. They'll also be happy to ad- ~ 
vise the correct master for a job that’s par- 
ticularly troublesome to you. Write for a 
free demonstration of the Cleanliness Index. 
Ready-Master Division, Columbia Ribbon & 
Carbon Mfg. Co., Inc., 5010 Herb Hill Road, 
Glen Cove, N. Y. 





Columbia Research and Develop- 

] ment, backed by more than a half 
century of pioneering leadership, 

constantly seeks out the ultimate 

in spirit master cleanliness. The 

Marathon Blue Ready-Master is the latest in a long 
line of key developments in the cause of cleanliness. 


MARATHON BLUE READY-MASTERS 








Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, N.Y. 


Columbia Ribbon & Carbon Pacific Inc., Duarte, Calif. 
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(Continued from page 34) 


of gross profit, and (3) the rate of re 
turn on investment. 

The 52-page booklet can be purchased 
from the Government Printing 


Washington 25, D.C. for 25 


Office, 
cents per 


copy. 


Globe-Wernicke Has 
Sample Planning Kit 

Customers of Globe-Wernicke equipment 
dealers who are interested in office plan- 
ning and layout techniques will be sent 
a sample kit of scaled, three dimension 
models at no charge. 
Each sample set, consisting of desk, par. 





titions, file and chair, portrays the realism 
and visual effectiveness obtained when us 
ing 3-D models in office planning. 

The 
Techniplanner kit of 750 precision-molded 
scaled components is now available to in- 


company also said its complete 


terested customers, on a loan or purchase 


basis, from Globe-Wernicke equipment 


: 
dealers. 


Stationery Buyer Moved 

Melvin Hirschon, stationery buyer for 
the past five years for Gilchrist’s Boston 
and its five suburban stores, has 
been appointed housewares buyer for Gil 
christ’s six stores. No successor has been 
appointed as yet as Stationery buyer. 


store 





Shipping cartons now carry the new loge 
and signature of Gibson Greeting Cards, Inc., 
Cincinnati, following the name change by the 
former Gibson Art Co. The new signature is 
also used exclusively on the backs of greet 
ing cards, on all correspondence, packages 
and promotional materials. 
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¢ money FAST 


HPLETE REGNA LINE 
wregisters - adding machines - safes 


Don’t miss this opportunity of your lifetime! This complete Dealer 
Line (more than 50 models) of low-priced REGNA cash registers 
and adding machines spells PROFITS, PROFITS and more 
P-R-O-F-I-T-S! 


Stream-lined, jet-age models surpass all expectations of business 
builders with an eye on tomorrow. Your choice of electric, hand, 10 
keys or full keyboard machines. 
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Write today for informative literature. 
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so it’s profitable! 
for Git o- 7 
has been cas yy 


buyer. 


It’s low-priced! It’s profitable! 
Mail the coupon—Mail it today— 
Mail it NOW! 
safes of unusually REGNA CASH REGISTERS, INC. 
unique design, are 175 Fifth Avenue, New York 10, N. Y. 
covering the globe Gentl : 
with tremendous ——— 
sales success. Several 
sizes and models 
= available. 
= | ‘ 








Please rush more information on the 

complete Line of REGNA Cash Registers, 
REGNA Adding Machines, JOELI Fire-proof 
Safes, and outline advantages of becoming an 
independent REGNA-JOELI Dealer. 
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ange 
signature & | OUTSIDE CONTINENTAL U. S:: Zone............ Ee ee a PE Te ee ns 
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NOFA Western Area 
Conference in San Francisco 

Office furniture dealers in the West have a date with San 
Francisco, November 4, 5 and 6, for the Fourth Annual Western 
Convention-Exhibit of the National Office Furniture Assn. at the 
new Jack Tar Hotel. 

Leon Grossman of San Jose, president of the Northern Cali- 
fornia NOFA chapter, is convention chairman. 
co-chairman is Harry Harper of El Segundo. 

In addition to exhibits, there will be sessions on office light- 
ing, dealer profit planning, office color techniques, and on dealer 
relations with the architect, designer and decorator. 


NOMDA Unveils New 
Merchandising Letter 

A quarterly Advertising-Merchandising News Sheet for mem- 
bers of the National Office Machine Dealers Assn. has been 
inaugurated. 

Suggested ad layouts, seasonal themes to be used, display 
hints and other useful information will be included in the publi- 
cation, which is the first project of NOMDA’s newly activated 
Development Committee headed by V. L. Kennedy of San Jose, 
California. 


Jefferson Stationers 
Names New Officers 

H. Walter Hanson, Jr., President of Jefferson Stationers, Inc., 
Springfield, Ill. announced the election of three new officers grow- 
ing out of his firm’s expansion program 

They are David R. Bence, vice president — store operation; 
Donn R. Ayre, vice president — furniture division; and Lawrence 
F. Kerwin, vice president — verifax division. Mr. Bence has 
been associated with Jeffersons for 23 years, Mr. Ayre three years 
and Mr. Kerwin seven years. 


Assisting him as 
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1 NEW READER 9 NEW FUTURAMA 
DISPLAY RACK MAGNIFIER DISPLAY 


“Best 





No wonder these four 
point-of-sale displays were awarded a 
much-coveted N. Y. Stationery Show 
plaque! They’ve been busily breaking 
sales records...busily selling thousands 
of readers and magnifiers as impulse 


purchases! The winning combination? 
Unequaled quality and the distinguished 
B&L trade-mark ... features your cus- 
tomers instantly recognize. Drop us a 
card for full prices. Bausch & Lomb 
Incorporated, Rochester 2, New York. 


Merchandising Head 
Named by Detroit Firm 

Philip H. Churpek, formerly on the Detroit sales staff of 
Dictaphone Corp., has joined Gregory, Mayer & Thom Co. as 
merchandising coordinator. 

Charles G. Thom, general manager and executive vice presi- 
dent, said Churpek’s chief duties will be to advance merchandis- 
ing campaigns in the business machine department and tie them 
in with similar activities in the Lansing and Birmingham branches 
of Gregory, Mayer & Thom. 

Churpek also wili head the business machine leasing operation 
of the firm. 


Employee Compensation, 
Productivity Report Out 

A 1960 Productivity and Compensation Report of Retail 
Employees in the stationery and office equipment industry, ¢e- 
veloped with dealer cooperation, has been mailed to members of 
NSOEA. 

In addition to comprehensive figures on average sales and 
earnings of employees in different categories, the report includes 
breakdowns by area of the country and by size of the dealer 
opration. For the first time in any NSOEA research report, there 
is a separate volume category for dealers in the over $2 million 
class. 

Ivan Allen Reappointed 

Ivan Allen, Jr., of Atlanta, Ga., past president of NSOEA, 
has been reappointed to the 1960-61 Domestic Distribution Com- 
mittee of the Chamber of Commerce of the United States. In 
announcing appoints for the new year, Arthur H. Motley, Cham- 
ber president, said the committee will study national legislation 
concerning distribution, devoting major attention to heading off 
“control” legislation that would reduce competition and otherwise 
obstruct the continuing development of a dynamic distribution 
system. 








3 NEW 10-POWER A NEW ATTACHED CASE 
CODDINGTON DISPLAY MAGNIFIER DISPLAY 


Point-of-Sale Merchandise Presentation” 
as awarded by New York State Stationery Show 


BAUSCH & LOMB 


Makers of: Balomatic Projectors + CinemaScope Lenses » Ray-Ban Sun Glasses 
Binoculars +» Microscopes » Quality Eyewear + Rifle Sights + Scientific Instruments 
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places. Get several colors today. 


NO LOOSE INK 


BIGGEST NATIONAL AD CAMPAIGN 
STARTS JANUARY 1! STOCK UP 
NOW! BE READY TO SELL! 





NEW SENSATION! 


NOW ... write / sketch / mark / color 


GUARANTEED COMPLETELY FREE of 
ANNOYING or CONTAMINATING ODORS! 


SPEEDRY, world’s foremost creators and manufac- 
turers of special-purpose marking devices, presents 
amost remarkable advance in felt-nib applicators. 
New “NO-ODOR MARKER?” dries instantly, water- 
proof on any surface yet is completely odor-free! 
Colors are brilliant, more intense... there’s never 
any annoying or contaminating odor even in closed 


DRIES INSTANTLY GUARANTEED 
WATERPROOF 49,000 INCHES 
ON ANY SURFACE OF WRITING 
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CHOOSE FROM 8 
SUPER BRILLIANT 
COLORS: Red, Blue, 
Black, Purple, Brown, 
Orange, Yellow, Green 





Q oedin 


CHEMICAL PRODUCTS, INC. 
RICHMOND HILL 18, N. Y. 
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GET IN ON SPEEDRY’'S GREATEST KICKOFF CAMPAIGN 
FOR THIS SENSATIONAL NEW PRODUCT! GUARANTEED 
AL MATERIAL. CALL YOUR SPEEDRY DISTRIBUTOR OR 
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'O CAPTURE PUBLIC DEMAND AND CREATE HEAVY TURN. 
VER BECAUSE THERE’S NOTHING LIKE IT! MODERN 





BLISTER PACKAGING, BRIGHT DISPLAYS, PROMOTION- 


| 








Cc el 


ARTISTS’ MATERIALS 

















| Proven the WORLD’S FINEST! 


USE a dependable single source for the finest artists’ materials in tht world .. . for a broad Craftint 
line of Show Card Colors * Artists’ Oil Colors * Artists’ Water Colors * Artists’ Specialties and Staples 
* School Supplies - Brushes + “‘Scrink’’ Screen Process Inks * Flat and Gloss Screen Process Colors 
¢ Bulletin Colors + Japan Colors » Strathmore Papers and Pads * Craftint Papers and Pads - Shading 
; Mediums « Drawing Inks » PLUS Hobby and Crafts Supplies and many other top-level products. 


|ON- 


. OR 
Craftint-Devoe “16” Color Wheel Set 


Preferred by professionals and advanced students, 
the “16” Color Wheel Set offers a complete range 
of gorgeous colors ...16 in all... to meet every 
art requirement. Ideal for teaching color theory 
and harmony. Creamy, opaque and smooth-flow- 
ing paints in a brilliant array of spectrum colors, 


16 one-ounce Jars... $3-40 per set 


Also available in 38 perfect-matched colors in sizes ranging 





: 
: ; 
{ from the one-ounce jar to the gallon size and in the follow- 
; ing 2 sets: 

No. 6 Tempera Assortment, 6 one-oz. Jars - $4-39 per set 

” 

OR ' No. 12 Tempera Assortment, 12 one-oz. Jars $@-5O per set 
e N. Y. 


THE Craftfnt MANUFACTURING CO 
Send for FREE color cards and folders! , 


NEW YORK . CLEVELAND e CHICAGO 
Main Office: 1615 Collamer Ave., Cleveland 10, O 
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Twenty-three desks from the Hoosier Desk 
Co. Empire Series are included in a recent 
installation made at the First National Bank, 
Dallas, Texas by the Vance K. Miller Co., 
Hoosier dealer in Dallas since 1917. The 
installation included 20 flat top desks, one 
credenza, two typewriter desks and one in- 
terview desk. 


Clem’s Corner 


These counter 
displays make 
index tabs 
impulse items 


o ssavr-ce® 


jMDEX TABS 


ww “ ee 
pase nossa 





Heads J. K. Gill Subsidiary 

Mark M. Gill, president of The J. K. 
Gill Co. recently announced the election 
of Thomas H. McCarty as president of 
Prod- 
ucts, Inc a sub- 
sidiary of The J. K. 
Gill Co 

\ graduate of 


Duplicating 


the University of 
Illinois, Mr Me- 
Carty started with 
The A. B. Dick Co. 
in Chicago in 1939 
and in 1957 came 
to Portland as 
4 manager of Dupli- 
McCarty cating Products, 
Inc., the authorized 
distributor for A. B. Dick products in 
Western Oregon 


One of a series of 
observations on 

stationer marketing 
techniques by C. W. Clemen, 
V. P. of the 

G. J. Aigner Company 





These eye-catching displays will double your sales of index 
tabs! They show your prospects AICO tabs in the new transparent 
reusable boxes . . . suggest many different uses for index tabs. Each 
shipping carton comes stocked with individual tab packs . . . con- 
verts easily to colorful display unit. Set up one of these new displays 
when your next index tab order is delivered. Watch your sales climb! 
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G. J. AIGNER COMPANY 


426 S. Clinton Street + Chicago 7, Illinois 


World’s leading manufacturer of indexing products 
--~ for more details circle 104 on last page 





U. S. Steel Unveils 
Design Research 

United States Steel Corp. has unveiled 
its new design concepts, gathered after 
two years of research, aimed at making 
steel the top design material. 

Furniture was chosen as a vehicle for 


developing one of the product design leas 
which evolved in the course of the sludy 





USS. said that its work, “Study in Steel,” 
was undertaken to show the full poten- 
tial of steel. The company commented 
ihat it is not in the design business and 
has no intention of going into the furniture 
business, but wanted to show that. steel 
“can do a multitude of jobs outside the 
ordinary. 

“We say that if designers are aware 
of the inherent characteristics of our metal, 
they can produce products that are more 





practical, more economical to fabricate, and 


more in keeping with the design trend of 
tomorrow,” the company said. 

Following a showing to customers, de- 
signers, fabricators and manufacturers in 
the New York area, US. Steel will take 
its design exhibit on the road for showing 
in selected sales districts across the coun- 
iry. 

U.S. Steel is offering its design ideas 
to manufacturers and fabricators with no 
strings attached. “We want anyone who 
is interested to take all or any part of 
our design ideas,” the company said, com- 
menting that “they were developed to show 
what can be done once the personality of 
steel is recognized and understood.” 

Peter Muller-Munk and Associates, ‘n- 
ternationally known industrial design firm, 
was commissioned to conduct the study 
for U.S. Steel. 


Acquisitions, New Plants 
Announced by Suppliers 

Wm. A. Force & Co. of Brooklyn has 
announced the acquisition of Ajax Business 
Machines, Inc., Long Island maker of 
electric time stamps, numbering and dat- 
ing equipment, and check certifiers, signers 
and endorsers. Ajax will be operated in- 
dependently as a wholly owned subsidiary, 
selling through throughout — the 
United States 

Evans Products Co. of Plymouth, Mich., 


dealers 


(Continued on page 44) 
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STURDEX 


is going places! 





° 

™s — 

ae ~ = — 
. ~~ 









a pr ae 


; ” ao “twee ore 
on a Cut 


THE NEW 1961 LINE IS HERE: 


You'll want to see what’s new and exciting in STURDEX Business 


Cases—new attaches, new catalog cases, new multipockets, new 





portfolios. Virtually every style and model has had some style or 
feature change to make STURDEX the fastest selling and most 
profitable line in your store. 

You'll want to see the new LEATHERCRAFT and LUXOFT 


Business Cases, too ... the smartest new design ideas in this indus- 





try. To make this 1961 line the most outstanding in our history, 
exactly 1,242 changes have been incorporated. 
You'll want to see the brand new 1961 CATALOG that shows 
our new line in the most beautiful presentation ever prepared for 
Business Cases. A terrific selling help for you. 





Unconditionally Guaranteed For 5 Full Years 






WORLD'S LARGEST MANUFACTURER OF BUSINESS CASES EXCLUSIVELY 


eathercraft 


2320 South Western Avenue Chicago 8, lilinois 


= 


© 1960 


--- for more details circle 147 on last page 
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(Continued from page 42) 
has purchased the Exec-Units Division of 
the General Plywood Corp., maker of a 
free standing type of movable office pat 


tition. 

Maison Gourmet Ltd. is displaying its 
accessory and lamp lines in a new show 
room, managed by Lawrence Ramsay, at 
Room 923, 225 Fifth Avenue, New York 


City. 
Samuel J. Spector, president of Ameri 
can Geloso Electronics, Inc., has an 


nounced formation of Canadian Geloso 
Electronics, Ltd., with headquarters at 700 
Weston Rd., Toronto 9, Ontario, as an 
affiliate corporation to sell and promote 
the company’s complete line, including dic- 
and recorders 

Manufacturing Co. has 
wholly-owned 
Plastic Ss Co., 


purchased the 


tating machines 

The 
announced 
subsidiary named 
which in turn 
molding equipment of D & D Industries 
Inc., Mass. 


Dennison 
formation of a 
Howard 


injection 


Leominster, 


OEMI to Sponsor Major 
Standardization Programs 
Two broad programs for the 
data 
machines (including electronic computers) 


interna 
tional standardization of processing 
and office machines have been announced 
by Office Equipment Manufacturers In- 
stitute. Both programs will be sponsored 
by the Institute and organized under the 
procedures of the American Standards As- 
sociation (ASA). 


In making the announcement, Alfred J. 
Ball, President of OEMI, said, “It 


possible to over-estimate the value these 


is im- 


two standardization programs will have 


to both customers and manufacturers. In 
results will be re- 


dollars 


tangible terms, the 


flected by savings of millions of 
annually for the customers of our industry. 
In less easily defined terms, the effect on 
our gross national output through the es 
efficient standards 


tablishment of highly 


for office equipment will be readily ap- 
parent, 
“The Institute, 


‘the industry that serves all 


representing as it does 
industry,’ is 
deeply honored to have been awarded 
sponsorship of these important projects by 
Association.” 


the American Standards 


The two standardization projects are 
based upon proposals submitted before a 
recent American Standards Association 
conference by OEMI. At that time, OEMI 
was designated as sponsor of both projects 
—X3 for data equipment and 
X4 for office machines. The United States 


has also been granted the 


processing 


secretariat for 
the international data processing standards 
program, which means in effect that the 
OEMI X3 committee will be the technical 
committee for the International Organiza- 
(ISO) as The 
Association, which is 


Standards well 
Standards 


composed of over 110 


tion for 
American 
national technical 
and trade associations, 
the U.S. member to the ISO 
The efforts of the data 


gram will result in logical systems stand- 


societies serves «us 


processing pro- 


ards, including a common language, which 
data 
cessing equipment to interchange infor- 


will enable users of electronic pro- 


mation and programs among computer 
At the present time, data processing pro. 
grams are designed for the equipment gf 
individual manufacturers and must be cop. 
verted for use in any other manufaciurer’s 
product. In addition to savings in time 
and money, perhaps the most important 
this program will have will be to 


insure greater accuracy in final data by 


effect 


reducing the margin of error possible dur. 
ng conversion. 

The scope of the office machines stand. 
ardization best be described 
This progran 
the establishment of 


program can 
as end-use standardization. 
will relate to stand. 
ard terminology and definitions, standard 
output formats defining characters and 
symbols, and other fundamental elements 
of interest to users and manufacturers of 
cffice machines and related supplies. Ab 
though the international secretariat for 
this project has been awarded to Italy, the 


OEMI wil 


role in the 


U.S. program sponsored by 


play an important eventual 


establishment of international standards 
for office machines. 

Under the procedures of the America 
Standards Association, the two programs 
will be studied by committees representing 
substantially all interested groups of manv- 


facturers, users, and_ specialists. 


Manufacturers Announce 


Promotions, New Personnel 
James H. McGraw, III, has been named 
as president and John C. Quinn, Jr., as 


executive vice president of Old Town Corp 
Mr. McGraw succeeds Philip A. 
(Continued on page 46) 


Bateh- 





PACKAGED TO SELL... 





Sold only through 
recognized wholesalers 


PLYMOUTH RUBBER COMPANY, INC. 


CANTON, 
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Since 1896 


MASSACHUSETTS 


--- for more details circle 161 on last page 
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...sell quality CZational 
Adding Machines! 


National’s superior construction 
assures long life and trouble-free 
service. 

Prove it to yourself. Take the case 
off any National adding machine 
(including the $99 Economy Mod- 
el). Examine the sturdy mechanism 
of the machine carefully. 

Look at the rugged strength of 
the parts. Each of them is rust- 
proofed for extra protection. Nylon 
bearings protect the machine at all 


principal points of wear. Individual 
springs for every amount key is an- 
other quality feature. These are just 
a few examples of National quality 
which you get in addition to an ex- 
clusive combination of time- and 
effort-saving features. 

Isn’t this the kind of an adding 
machine you would be proud to sell? 

Every new National adding ma- 
chine is guaranteed ONE FULL 
YEAR. 


Model 9EX 
$198.50 


The National Cash Register Com- 
pany has been manufacturing qual- 
ity business machines for over 76 
years. 

Dealerships are now available. In- 
vestigate the profit possibilities of 
this outstanding line of adding 
machines. 

For more information, MAIL 
THE COUPON NOW! 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


Adding [] | would like more information on a Dealership for National Economy 
Model Adding Machines 


Machine 
Name—_ 
Sal 
aa Address 
Dept. City — 


1039 OFFICES IN 121 COUNTRIES + 76 YEARS OF HELPING BUSINESS SAVE MONEY 
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Zone State 


*TRADE MARK REG. U. S&S. PAT. OFF. 


ational* 


ADDING MACHINES 
CASH REGISTERS * ACCOUNTING MACHINES 
ELECTRONIC DATA PROCESSING 
wer Paper (No Carson Reauinep) 
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(Continued from page 44) 
ker who was appointed administrative con- 
sultant and chairman of the finance com 
mittee. Mr. Batchker will continue also 
as a director of the corporation 

Mr. McGraw in addition to becoming 
the corporation’s new president will con 
tinue to serve as treasurer, chairman of the 
executive committee and member of the 
finance committee. 

In other promotions for Old Town, Ed 
ward F. MacLean was appointed as New 
York branch manager and G. S. Carlin, 
general sales manager. 


Francis H. Brown has joined Art Metal, 


Inc., as vice president and treasurer. In 





It’s the latest, greatest achievement in 
movable partitions -WORKWALL! 
Comes in 5 wood-grain finishes and 4 
pastel colors styled by American Color 
Trends in stain-resistant, easy-to-care- 
for, plastic-finished Marlite. 

Perfect for offices, industry, institu- 
tions, schools—and wherever changing 
conditions require the flexibility of 
movable partitions and the desirability 
of color-coordinated finishes that mix 
*n match to your heart’s content. 

And WORKWALL’S one, exclusive, 














MOVABLE PARTITIONS AND PANELING 


Division of L.A. DARLING COMPANY 
Bronson, Michigan 
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announcing Mr. Brown’s appointment, Fal- 
coner Jones, president, said that this step 
completes the “new top management team” 
which he began building when he became 
president in February. 

Michael J. Tedesco has been appointed 
general sales manager of the Curtis-Young 
Corp. Among other things, he will be re- 
sponsible for 


directing the nation-wide 


sales and distribution of the company’s 
new line of Tru-Fax photocopiers and allied 
supplies. 

Arthur W. Seaver, who formerly repre- 
sented Amberg File & Index Co. in Phila- 
delphia and throughout the Middle At- 
lantic states, has been re-assigred to the 
New England area, where he replaces his 


father, Ora L. Seaver, who retired after 


with WORKWALL 
plastic-finished Marlite 


partitions that move 

and work...in 9 different 
co/or- coordinated 
finishes! 





patented system accommodates any 
elevation from as low as 42-inches to 
as high as 12-feet. 

Workwall also permits all types of 
utility attachments to be locked into 
post channels without defacing the walls 
in any way. 

And you're able to offer all this at a 
low, low price—defying comparison— 
that brings high-style, individualized 
movable partitions well within the 
reach of all your prospects—at a man- 
sized profit to you! 





WORKWALL DIVISION, Dept. 94MS 
L. A. Darling Company, Bronson, Michiga 


Please send Workwall Catalog No. 500 


SOSH HEHEHE EHH HEHEHE HEHE EEEEE 


- -- for more details circle 186 on last page 


25 years of service with Amberg. 

Thomas Leach has been appointed sales 
manager of the dealer division of the G 
J. Aigner Co. A former assistant sales 
manager of the stationery dealer divi- 
sion, he will continue to work with Aigner 
sales representatives and dealers to de. 
velop an expanded program of sales aids 
to promote stationer sales of Aico indexes, 
index tabs and reinforced sheets. 

Thom Rogers has been appointed to 
Myrtle Desk Co.’s accessory and literature 
program. 

William C. Young, Jr., has been named 
as a sales representative in the Los An- 
geles area for Knoll Associates, Inc. 

Fred Merck will represent Binney & 
Smith, Inc., in the Crayola maker’s central 
sales division. 

Three area sales managers have _ been 
appointed by Smith-Corona Marchant, 
Inc. They are: Wayne C. Herrmann, 
greater St. Louis area; Joseph Alioto, 
greater Detroit area; and David D. Meleh- 
ing, greater Cleveland area. 

D. L. Addison has been named national 
service manager of the Remington Rand 
portable typewriter division. Mr. Addison, 
who has been with the company 10 years, 
previously held the position of branch 
service manager in Des Moines, Ia. 

Valentine E. Macy, Jr., is the new chair. 
man of the board of Peerless Photo Prod- 
ucts, Inc. Henry Prager, recently retired 
from the U. S. Foreign Service, has been 
appointed executive vice president. 

Typro photo lettering machine is now 
represented in the metropolitan New York 
City area by the Zenith Typewriter and 
Adding Machine Co. Mack Steinberg is 
head of the Zenith organization. 

The John B. Dwyer Co. has announced 
the addition of Joseph T. Murphy to its 
sales staff. The company also announced 
that as of Oct. 1 it will occupy larger 
effices at its same address, 261 Franklin 
St., in Boston. 

Maison Gourmet, Ltd., has recently made 
several new appointments to represent its 
line. Recent additions to the sales or 
ganization are Deane Taylor, southeast ter- 
ritory; Garrett Michel Co., southern Cali- 
fornia and Arizona, and Lawrence Ram- 
say, New York City. The company said 
Cal Bayreuther will continue to represent 
the line in the southwest; Cole Miller in 
northern California, Oregon and Washing- 
ion; and Louis Wiznia in Pennsylvania, 
Delaware, Maryland and the District of 
Columbia as well as Virginia. 


Wholesale Stationers 
Convention Set April 19-21 

The 1961 annual convention of the 
Wholesale Stationers Assn. will be held at 
the Edgewater Beach Hotel in Chicago 
on April 19, 20 and 21, 1961. 

WSA President Harold Seigle of Asso- 
ciated Stationers Supply Co. has announced 
the names of the general convention com- 
mittee. 

Robert Wieringa, The Paper Mate Co., 
David McMillin, of Joseph Dixon Crucible 
Co., will serve as co-chairmen, assisted by 
William Fletcher of Carter’s Ink Co., Hal 
Feder of Arrow Fastener Co., William 
Boothby of Central Ohio Paper Co., and 
M. H. Chute of Bainbridge, Kimpton & 
Haupt. 
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New high style 
Remington STANDARD 


with built-in sales appeal! 











beautiful from every angle... 


engineered for new ease of operation and endurance 


Here’s the sales appeal you’ve been seeking! The 
rugged, reliable Remington Standard with a mod- 
ern, streamlined look to match today’s most beau- 
tiful contemporary offices. 


And talk about construction: The new jewelled 
precision of the new Remington Standard Fold-a- 
matic design results in a wonderful responsiveness 
never before possible! 


Other important exclusives such as automatic cen- 
tering, stronger-than-steel cycolac cover, instant 


MODERN STATIONER, NOVEMBER, 1960 


visible margins, non-touch key release — make the 
beautiful, new Remington Standard the hottest 
typewriter in the business today. 


It’s still not too late to get an Agent-Dealer fran- 


chise for this exciting profit maker! Contact your 
Remington Rand Branch Manager or write: 


Remington. Frand. 
DIVISION OF SPERRY RAND CORPORATION 
Room 2190, 315 Park Avenue South, New York 15, N. Y. 


--- for more details circle 165 on last page 
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Larry Brown, president of Skyline Office Sup- 
ply in Salt Lake City, Utah, and his wife 
Marilyn, are pictured with stewardess, right, 
as they board an Iberia Air Lines plane at 
International Airport in New York for a 
vacation in Spain. Mr. and Mrs. Brown won 
the free vacation as first prize in the 1960 
Pencil Week contest, sponsored by the Lead 
Pencil Manufacturers Association. The young 
couple had never been east of Chicago be- 
fore. 


Freight Rate Lowered 


A reduction on less-than-carload  ship- 


ments of certain office supplies from New 
York to Chicago is announced by Lif- 


schultz Fast Freight. The new rate of 





$3.17 per 100 pounds, compared with the 
former rate of $3.29, applies to boxes of 
clasps, clips, fasteners or holders and paper 
or letter files. 

Lifschultz, a freight forwarder, 
straight line shipments between the east, 
through terminals in New York, Boston, 
Holyoke, Mass., Providence, New Haven, 
Bloomfield, N.J., Philadelphia and Balti- 
more, and the midwest, 


and Milwaukee. 


handles 


through Chicago 


Dome Publishing Prexy 
Elected to CPA Board 

Nicholas Picchione, president of Dome 
Publishing Co., has been elected chairman 
of the Rhode Island State Board of Certi- 
fied Public Account- 
ants. 

He is a_ past 
president of — the 
Rhode Island Socie- 
CPA’s, a 


president of 


ty of 
past 

the Providence 
Chapter, National 
Association of Ac- 
countants, and a 
past national di- 
rector of the Na- 


Picchione , 
tional 


Association 
of Accountants. 

\ practicing certified public 
taxes, Mr. 
served many years as a college instructor 
on taxes and is the author of the Dome 
Simplified Weekly Bookkeeping Record, 
Dome Short-Cut Payroll Book, Dome Im- 


accountant 


specializing in Picchione has 
} 


NEW “1600 SERIES" PROVES AGAIN... 





Mode! 1623-7 
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CHAIR 
SALES 


PROFIT 


Write for complete details. 


625 Adams Street ° 


POSTURE CHAIR CO., 


Kansas 


proved Payroll Book and Dome Persoual 
Tax Record. 


3-Day Sales Management 
Seminars to Be Held 

A new series of three-day man- 
patterned after the 
week-long courses conducted in 1959, have 


sales 
agement seminars, 
been scheduled by the National Stationery 
and Office Equipment Assn. 

Based on material Har- 
bridge House management consultants for 
NSOEA, the seminars will deal with the 
problems of hiring, training, motivating and 
supervising salesmen. The registration fee 
of $100 will include all study materials, 
but not meals or lodging. 

A Western Conference is scheduled Oct. 
24-26 at Huntington Sheraton Hotel, Pasa- 
dena, Calif.; a Midwestern Conference 
Noy. 28-30 at the Union Building, Indi- 
ana University, Bloomington, Ind.; and an 
Eastern Conference, Feb. 20-22, at West- 
chester Country Club, Rye, N.Y. 


The new 


gathered by 


series of sales management 
seminars will offer material gathered dur- 
ing two years of field research with sta- 


tionery and office equipment dealers 


Charles Nathan Appointed 

Charles M. Nathan, president of Charles 
S. Nathan, Inc., and chairman of the 
Eastern Area NOFA Conference, will serve 
as chairman of the Office Furniture Di- 
vision of the 1960 Greater New York USO 
Campaign to raise funds to expand USO 
services for Armed Forces personnel serv- 
ing in the Cold War. 


WITH co@ma @DMec &| 


SATISFIED CUSTOMERS 
REPEAT SALES 


1600 SERIES 


ALUMINUM CHAIRS 


12 all-new beautiful aluminum chairs. . 
of easy-chair comfort with only minor maintenance. Finger-tip 
adjustments. Exclusive “Turn O Matic” seat-height mechanism. 
Replaceable seat and back covers. You sell more when you sell 
Cramer because you're “backed with the best.” 


. engineered to give years 


INC. 


City 5, Kansas 


- ~~ for more details circle 120 on last page 
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oly * amoric®” see Me 


Retails for °°" 







short-cut 
opyROtt- B00 








Millions of people \ 


across the nation will 


see this full page ad 


which will SELL 






DOME Short-Cut 
Now / PAYROLL BOOK 








No knowledge of Bookkeeping needed ... it's that simple! 
mee 0 j .50 
w, So | S | Retails for 3 
DOME RECORDS for you! ht s | i. 
=== |= |e + 
(3) <—soanee | ™ cmwvene | SSA aS 
acco DOME 
















Snprovy 
PAYROLL Boo, 





FULL PAGE 
on Sale Jan. 5th 


(National Edition) 


onan 


DOME Improved | 
PAYROLL. BOOK Onder 


Retails for 2" Now / 





FULL PAGE 


on Sale Jan. 3rd 
(Zone 7) 
Onder 
Now | 


| DOME Personal oo 
EN CGC OC TSAR CLR MC ee mee §6TAX RECORD = Retails for 1 | 


4802 Loma Vista Ave. » Los Angeles 58, Calif. 
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just ONE WEEK a month 


(Please attach to your letterhead and mail) 


HOW TO HELP YOUR CUSTOMERS BUY FROM YOU 


“May | see how you 
sort for filing?” 


Ask Your Salesmen 
to try this 


SORTERS FOR- 
If for just one week a month your outside 


4 Checks 
salesmen asked that question on every Sales Tickets 
call they made, a lot of customers would oar eee 
invite them right into their file depart- Bills of ted 
ments. Once inside they'd see some good, : Correspondence 
some bad, some indifferent sorting opera- : Mail 


tions . . . and pick up some leads which : © 
could develop into profitable Kohlhaas : Purchase Orders 


: and any other size 
Sorter sales for you. s or type of abo 


You know that a Kohlhaas sorter is just 
a means to an end... to prepare material 
for filing by getting it into alphabetical or 
numerical order . . . but often your cus- 
tomer doesn’t. You can do him a favor by 
showing him how a Kohlhaas sorter can 
speed up his preparation for filing, which 
is really the biggest part of the filing job. 
He can select the sorters best suited to 
his purposes from the 11 numerical and 
50 alphabetical kinds which are illus- 
trated and described in our FREE cata- 
log, copies of which are yours for the 
asking. 


Special sizes 
made to order 


You can clinch sales by carrying a repre- 
sentative line of Kohlhaas sorters in your 
stock but we can also make fast delivery 
of all of our many items. 


SUGGESTION: Ask your salesmen to 
carry a sample on some of their calls. 
Nothing sells like a demonstration. 


i Rohlhaas COMPANY 


Founded 1914 
8012 S. CHICAGO AVE. CHICAGO 17, ILL. 
All Phones BAyport 1-4433 





THE KOHLHAAS COMPANY 
8012 S. Chicago Ave., Chicago 17—Dept. MS-11 


| 

| 

| 
YES, please send us_____copies of your FREE 8 page | 
illustrated catalog of alphabetical and numerical sorters. | 
| 

| 

| 


Name os 
Address aia oles 
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| MURPHY MPG. CO., INC. 





Winners of a money contest among addo-x distributors gather at 
Idlewild Airport in New York prior to their start of their 1960 free 
Evropean trip including a visit to the addo-x factory in Malmo, 
Sweden. They are (bottom row): Herb Jones, Seattle; Ben Schweiss, 
St. Louis; Ed Steed, Atlanta; Stephen Flesch, New York; Mrs. Ray- 
mond Packer; Mrs. Peter Tobin; E. R. Anderson, Dallas; Peter Tobin, 
San Francisco; Raymond Packer, Springfield, Mass.; (second row): 
Mrs. Ed Steed, Mrs. Ben Schweiss; (third row): Mrs. Andy Anderson, 
Mrs. Alma Flesch, and Mrs. Herb Jones. 


Ed-U-Cards Brings Suit 

Charging Infringements 
Ed-U-Cards Mfg. Corp.. 

brought suit in the U. S. 


Long Island City, New 
District Court for the 


York, has 


Southern Dis- 


trict of New York against Russell Mfg. Co., Leominster, Mass.. 
charging “unfair competition and patent and trade mark _ in- 
fringements.” 

In the suit, Ed-U-Cards said that Russell has copied pat- 
ented features of its card game display assortment and _ has 
also imitated its identifying marks on the card game boxes as 
well as infringement of its trade mark registration covering its 
ABC Card Game. 

































Complete 
Line of 


Insulated 
FILE CABINETS 


Fire King Insulated File Cabinets are 
available in one, two, three and four 
drawer models... in letter and legal 
sizes... a choice of attractive deco- 
rator colors. Fire King Cabinets are 
offered with Underwriters’ Labora- 
tories, Inc. C or D labels and the 
S.M.N.A. label. Write for catalog. 











CERTIFIED 1 HR. 1700° 


SHOWROOMS: 
HARVID SALES ASSOCIATES 
NEW YORK, NEW YORK 

H. A STEGER 

ST. LOUIS 2, MISSOURI 
BARLIN SALES COMPANY 
AKRON 8, OHIO 

HAGEN & WATERS 
SEATTLE 4, WASHINGTON 
RAUB & ROBINSON, INC. 
LOS ANGELES, CALIFORNIA 





© 832 W. JEFFERSON ST. 


@ LOUISVILLE 2, KY. 
--- for more details circle 155 on last page 
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As I See It 





ap te the most revolutionary 
change in office interiors in the 
past decade has come about with 
the growing awareness of color 
and its decorative possibilities. 

People love color! It plays an 
important role in every aspect of 
our waking hours. We are influ- 
enced by its beauty in everything 
we encounter — clothes, books, 
flowers, the landscape, and even 
our food, which is more palatable 
than if it were neutral or unpleas- 
ant in color. 

Other things being equal, we are 
more cheerful on bright days than 
on grey ones; We are more content- 
ed in harmoniously colored rooms 
than in those which are drab; and 
we are disturbed by those which 
are garish or crude. 

Some colors, reds especially, ex- 
cite us with their emotional appeal. 
Yellow warms us, blues can be 
calming and dark, rich colors give 
use a sense of security. But over- 
done, these same colors can be 
irritating or depressing. Too many 
at once can be just plain confusing. 

Color is, of course, an individual 
thing. Strong personal likes or 
dislikes are often based on associa- 
tions from early life. We may 
have learned to like certain com- 
binations of colors and feel oth- 
er combinations “just don’t go.” 
However, there are certain general 
norms, established by researchers 
in the field, which can be applied 
to office decorating and furnishing. 

The impressions of individuals or 
business firms on outsiders is, con- 
sciously or unconsciously, influ- 
enced by the appearance of their 
offices. If offices are colorfully 
attractive, cheerful and efficient in 
appearance, they will tend to in- 
spire a feeling of confidence and 
trust. On the other hand, the 
effect of a drab uninviting office 
can induce a feeling of mistrust. 

But perhaps more important is 
the effect office surroundings can 
have on the personnel working in 
them. 
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by Warren S. Horness 


Vice President, 

Brown-Morse Co. 

The contributes about 20 
percent of fatigue for the average 
worker. Good light and _ color 
(they are interdependant) increase 
effectiveness and morale. Tests 
show maximum piecework and ab- 
sence of accidents prolonged 30 
minutes in both the morning and 
afternoon by a_ proper 


eye 


colo r 
scheme. 

their 
best when the factors of light re- 
flectance and brightness contrast 
are in proper relation to the seeing 
task. With reference to the for- 
mer, reflectance, the best seeing 
conditions exist when surfaces are 
non-glossy, ceiling is white, and 
floors normal eye 


Seeing conditions are at 


and walls in 
range are darker. 

To avoid glare, sources of direct 
glare should be shielded. Shadow 
areas should be painted with col- 
high light reflectance to 
strong contrasts between 
lighted and shaded areas. 

The color of rest areas is also 
an important factor in reducing eye 
fatigue. Walls, or the areas to 
which the eye travels from its see- 
ing task for rest, should be painted 
with a quiet color in a hue compli- 
mentary to the hue of the task. 
Thus, in deference to the “after 
image,” the wall opposite the desk 
top should be a complimentary 
color. 

People hate monotony. Yet for 
interiors where people spend a pro- 
longed time such as eight hours 
for the average office worker care 
must be exercised in the proper 
use of color. The most reliable 
color scheme is a dominantly mono- 
chromatic one slightly relieved by 
the complimentary hue. 

Julian Garnsey of New York 
World’s Fair fame says: 

“The eye prefers not more than 
three hues in one scheme — two 
hues close together and one oppo- 
site. The colors in the first hue 
should be greyest and in the larg- 
est areas. The colors in the sec- 


ors of 
avoid 






Color Plays Important Role 
In Office Furnishings Today 


ond hue should be of medium 
greyness and in the medium areas. 
The third hue is the complimen- 
tary or opposite one, and of the 
strongest or accent intensity. It 
should occupy the smallest areas.” 

In choosing the dominant color 
for offices some hints may be tak- 
en from the Tri-Tex system as out- 
lined by Sherwin Williams Paint 
Co. 

The value how light or dark 
the color scheme should be — is 
mainly determined by the avail- 
able illumination. Generally too, 
the darker shades are kept for the 
areas below the sitting eye level, 
lightest for the ceiling. 

In considering the “tempera- 
ture” of the dominant color, the 
cool, restful colors (blues, greens) 
are suggested if: exposure is south, 
temperature is warm, age is old, 
sex Is man, noise is high, room 
size is too small, texture is rough, 
lamps are incandescent, physical 
exertion is heavy, time exposure is 
long, and emotional requirements 
are restful. The farm exciting col- 
ors (reds, yellows) are used if ex- 
posure is north, temperature is 
cool, age is young, sex is woman, 
lamps are fluorescent, and so on. 
Of course the points favoring the 
warm or must be 
weighed against each other. 

Intensity is another factor to be 
considered. The greyed colors 
(colors of weak chroma) are sug- 
gested where responsibility is high, 
time exposure is long, noise is high 
and psychological! requirements are 
restrained and dignified. And to 
fit similar requirements in an of- 
fice, the contrasting colors should 
not be over-emphasized. 

Color is a wonderful tool if it is 
used properly. Not all of us, by 
any means, have good color sense 
naturally. But we can all take a 
few hints from the experts and, by 
keeping them in mind and decorat- 
ing and furnishing offices, produce 
happier results. 


cool colors 











RITE 
TYPE 


on Oo oe 


SALES SERVICE 


ODHNER ADDING MACHINES 
FACIT CALCULATORS AND TYPEWRITERS 


” ee FACIT INC.- U.S.A 





Facit dealers who met their quota in a five-month ‘Swedish Sweep- 
stake — U.S.A."" sales contest smile with pleasure upon arriving at 
the Gothenburg, Sweden, airport during the 10-day trip to Europe 
which was awarded to more than 60 winners. 





Lyman Morgan, left, and Robert Dalton, co-owners of Rite-Type Co. 
in Wauwatosa, Wis., check in shipment of 124 Adler portable type- 
writers which they received for back to school business. 


Pe 
‘ae 
we 





Charles Celier, right, general manager of Remington Rand France, 
addresses guests at reception where the Travelrited Deluxe portable 
was awarded the Gold Cup of French Good Taste. Standing by, left 
to right, are George Carpentier, French boxing champ; Jean Lorber 
and Raymond Rodel, officers of the Committe of French Good Taste; 
and novelist Paul Vialar, who made the presentation. 





Lovis M. Brown, right, president of Eberhard Faber, Inc., receives 
“American Success Story Award'’ during ceremonies in New York. 
He was one of 11 men cited this year for achievements symbolizing 
the success possible under the American free enterprise democracy. 
William E. Robinson, chairman of Coca-Cola Co., was one of the 
other 1960 recipients, all of whom rose from humble jobs to become 
heads of large industries. 
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Webster's New Collegiate Dictionary 


Featured in (ad; in Color 


More and more of your customers (individuals 
and business concerns) are finding that Merriam- 
Webster dictionaries make wonderful Christmas 
gifts. These people know, too, that there is no 
substitute for a Merriam-Webster. 

They insist on Merriam-Webster’s New Colle- 
giate because it includes such features as the Latin 
names for plants and animals and rules for spelling 
and punctuation — essential in a dictionary but 
omitted from other “Webster’s.” 


ESTERS 
oa ) 


w 
SACOWSART 
ecuoot 
PACTLOWART 


Lt 4 


Webster’s Elementary Dictionary 
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Webster’s New Secondary School Dictionary 


to increase your Christmas profits! 


Ads in Life, Reader’s Digest, Time, Newsweek, 
New Yorker, and other top magazines will be bring- 
ing many customers into your store this Christmas 
season looking for all four of the Merriam-Webster 
titles shown on this page. 

You can be sure of record sales and profits if 
you have plenty of stock of all four titles — 
prominently displayed. Check your stock today! 
G. & C. MERRIAM COMPANY, Springfield 2, 
Massachusetts. 





Webster’s New International Dictionary, Second Edition 


--- for more details circle 153 on last page 




















One of All-Rite’s 
pens for every 
purpose ... 


OFFICE-RITER 


6%” long desk model: Without cap and clip. 
Hexagonal barrel prevents rolling. 

Four ink colors: Blue, red, gréen, black. 
(Barrel color denotes ink color). 





#52: Medium Line Pen — 29¢ ea. 
#522: Extra Fine Line Pen — 39¢ ea. 
Compact 1 Dozen Boxes 


ALL-RITE PEN, INC. 


HACKENSACK, NEW JERSEY 


--~- for more details circle 105 on last page 
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(Continued from page 16) 


Toy Pencil Sharpener 7 

Apsco Products has announced 
a new educational toy pencil 
sharpener which will be avail- 
able through stationers and oth- 
er retail outlets in time for the 
Christmas trade. 
operation with Walt Disney 
Productions, Inc., has rushed 
production on this new item 
which features Donald Duck. 
Tying in with Donald Duck’s 
25th anniversary, the Apsco 
pencil sharpener package will contain an entry blank for a 
“Win a Trip to Disneyland” contest. The new sharpener will be 
available in two color combinations — a yellow receptacle with 
a rich blue base and a pink receptacle with a bright red base. 
Suggested retail price will be $1.98. 


Apsco, in co- 





Heavy Duty Clip 8 

Office Products, Inc., De- 
troit, Michigan has just an- 
nounced a new clip for hold- 
ing bulky papers flat. The 
name is OPI “Sta-Flat Klip.” 
It is made of rigid plastic 
backing, with 





strong _ steel 
springs securely attached to clamping legs. The manufacturer 
says it will hold bulky papers up to %” thick and yet remain 
flat. The plastic flange provides for easy slip on and removal 
of papers as well as serving as a protective backing, so as not 
to scratch or mar furniture. The new “Klip” can be used by 
accountants, bankers, savings and loans, and by most every 
large office for the transfer of papers from department to depart- 
ment. Another important feature is that salesmen and others 
who carry large amounts of bulky papers find it ideal for their 
brief cases 


Re-useable Plastic Tab Package 9 


a 


A clear plastic package for its 
ready-cut Index Tabs has been 
announced by the G. J. Aigner 
Co. The new plastic package 
can be conveniently re-used as 
ry a desk box for storing paper 
clips, thumb tacks, stamps, pills, 
SSS and other miscellaneous items. 

, The new package is being pro- 
moted in national advertising. They come in a colorfully-printed 
shipping carton which converts to an eye-catching counter display 





Plastic Binding Kit 10 

The GBC Systems-Pak, a new ; on bs, 
concept in providing diversified 
supplies of plastic binding for the 
office, branch, plant or department, 


has been introduced by General 
Binding Corp. Combining a com- 
plete assortment of GBC plastic 


bindings in a compact portable case, 
the Systems-Pak eliminates the 
need for a large supply inventory. 
It was specially designed for offices 
ind plants that require a flexible 
stock of bindings in several sizes, 
colors and styles. The kit contains a practical working supply 
of GBC plastic bindings in 18 colors, 16 diameters, and five 
styles, including the new Zip-Lox binding, which features a 
mechanical binding lock. It also contains a sample of the 
new GBC metal ring loose-leaf binding. Lightweight construc- 
tion makes it easy for office personnel to carry the two-drawer 
case to other departments or branches. 
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Pratt & Austin’s 


PAPER & PEN Letter Paper 


yy Something New! 
yy Something Different! 
sy Have YOU Seen it? 


Retails for $1.00 


Pen Ink and Border all Color Matched. 


8 different colors Each box contains 30 Club size bordered sheets 20 envelopes 
and a genuine Wearever Ball Point Pen with ink matching paper border. 


Write — or wire — for samples. 


Palt é Austin Company . 


HOLYOKE MASSACHUSETTS 


New York Salesrooms — 225 Fifth Avenue. 
--- for more details circle 162 on last page 
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Eo «© + 5 6 6 8s @ 8 6 8 Pencil Caddy 13 


A useful gift for the office or 
home is a Pencil Caddy ap. 
nounced by Eberhard Faber, 
Available in a choice of red, 
green or brown leatherette, the 
Pencil Caddy makes an attrae 


Pen With Anchor Base 11 


: Jiffy Chain Pens with solid 

brass chains and black lucite 

_ im bases that adhere to any sur 
4 face are available from West 
Coast Sales, Box 64, Los Gatos, 

Calif., for use as a gift item or 


tive desk accessory. Containing 
36 yellow polished pencils, each 
Pencil Caddy is gift packaged, 
Packing is one dozen Caddies 


advertising specialty. The adhe . 
(4 red, 4 green, 4 brown) ip 


‘ie sive base permits anchoring the : 
' each shelf box. 





pen where it’s needed near tele 
phone or cash register and pre 
vents loss or misplacement P s 
Folding Machine 
Automation in the office took 
inother step forward with the 
introduction of a new electrically 
Bag Maker 12 : vs 
ag driven folding machine which— 
A new type of machine per- at the touch of a lever—auto- 


mits the retailer to make his matically feeds, folds and counts 





110 sheets a minule and de- 
posits them through a belt de- 


own bags automatically. The Xx 
paper comes printed with the 
store name in tubular rolls and 
is inserted in a machine not 
much bigger than a_ standard 
gum tape dispenser. A crank is 


% ve 
livery into a neat stack in an adjustable receiver. ‘The new 
Conqueror automatic electric Paper Folder, made by Heyer Ine, 
Chicago, is designed to get short or long run folding jobs done 
quickly and accurately, while relieving “office tie-ups” caused by 








used to determine the length of the bag. A handle is then costly clerical help pitching in to hand-fold the day’s correspond- 
pulled down to automatically cut, fold over the edge, and staple ence, invoices, promotional and other types of mail. It is a fast, 
the bag, all in one operation. Each roll consists of one thousand heavy duty folder also designed for volume folding in letter shops, 
feet with a diameter of only 12”. The bag making machine is direct mail organizations and captive printing plants. Changes 
free with each order for two rolls or more. A $75 deposit is from one kind of fold to another can be made accurately in a 
required with the order and is returnable at any time. Also few seconds. The Automatic Electric Conqueror Paper Folder 
the $75 is returned to the user at $1 per roll until the entire (Model EF-1) is priced at $299.50, plus Federal Excise Tax; a 
amount has been returned at the end of which time the machine Hand Operated Model (HF-1), at $199.50, plus F.E.T. Both 
remains in the possession of the dealer. For information write machines accommodate a wide variety of papers and automatic 
Inter-American Products, 161 W. Huron St., Chicago 10, Til. ally feed and fold sheets from 3” by 5” to 9” by 17” in size, 


VERTICAL AND 
ROLL FILING pecea = 7 
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EQUIPMENT itt 
— sales dein 
“ seca thie r 
ae alone sie: 
: beige oe 
THIS IS THE COMPLETE LINE us 
It gives your customers a wide selec- oe 
tion of fixed, mobile and portable units 1068 kee 
and security cabinets...all in modular 
sizes...all engineered to save time, 


















































space and money. a 


Stack Roll Files Yes 
Fixed and 


Mobile Units for Vertical Files. YOUR SALES PROSPECTS fnrge tubes up to tong. vat 
ARE EVERYWHERE: que 




















building, banking, construction, all engi- ° | 
neering and manufacturing. PLAN HOLD | 
is backed by national advertising and dis- e |\ 
tributed by recognized leaders in engineer- o | 

ing supply and office equipment. 
Ani 
TO INCREASE YOUR SALES AND PROFITS me 
write for full information to to | 
lea 

os ‘ & s e)};4- Dep t 
petal ana Wot Fiten anata ? @ : : : » P . # . : : Portable Files for use in the field. 


---for more details circle 160 on last page 
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Thousands at the NSOEA Convention saw it happen! 


Saw the REMINGTON RAND FK 711 full keyboard electric 
print over a mile of tape without a sputter or jump! 


Yes... for five days...this great electric adding machine proved itself far 
above and beyond all competition with a demonstration of performance and 
quality hard to equal. Look at the facts: 


e From Saturday, Sept. 24, at 12:00 Noon until Wednesday, Sept. 28, at 4 P.M. 
it ran every minute the exhibits were open. 


¢ With rotary action, it printed over 2,217,000 figures... perfectly! 
e Ran at constant and even speed without heating up or breaking down. 


And the FK 711 that established this record in front of thousands of NSOEA 
members was a regular stock model...the very same machine you can sell 
to your customers. One more example of why the Remington Rand line is the 
leader in performance, popularity and engineering perfection. 


For information call your nearest Reming- 


# 
ton Rand office or write Room 110-MS, HMemington. Fland. 


315 Park Ave. South, N. Y. 10 DIVISION OF SPERRY RAND CORPORATION 
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Long Life Carbon Paper 15 

A new smudge-proof carbon paper said to outlast conven- 
tional carbon paper three to one, Everlasting Carbon Transfer 
Tissues, has been announced by the Remington Rand Machines- 
Supplies Division. A unique coating of plastic-lacquer makes 
the durable quality of the paper possible. There is no need to 
stock several types of carbon paper, the company says, since the 
Everlasting Carbon Transfer Tissues are perfect for all manual 
and electric typewriters and will answer the need for over 90 per 
cent of all typing jobs. 


Portable P. A. System 16 


Kinematix, Inc., has _ an- 






nounced a new kind of public 
address system which is com 
pletely self-contained, portable, 
and includes a_ lectern. The 
sound system, named “Roving 
Rostrum,” is fully transistorized, 
and battery-operated for maxi- 
mum dependability and _porta- 
bility. Enclosed in a modern 
lightweight luggage -type carry 
t includes a Shure 
microphone (with 

- ‘  goose-neck stand), 10-watt amp- 
lifier, 10-inch heavy duty speaker, output for external speaker 
(when addressing crowds of over 600), output for a tape re- 
corder, and phono microphone inputs. It runs on two lantern 
batteries which have an average life of three months. The unit 
is 16” high, 18” wide, and 844” deep and is available at $149.95 
less batteries. The maker is Kinematrix Inc., 1616 North Damen 
Ave., Chicago 47, IIl. 


ing case, 
Commando 








No. 3215 


No. 3203 
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NOW THERE ARE FOUR! 


New Stenographer’s Posture Chair 
gives you complete line in 
sales-winning Scandinavian Series... 


“SSE 
= 
¢ 


NN 


Swivel Arm Chair 





Typewriter Ribbon 17 

A new typewriter ribbon said to be designed for applications 
where high quality work is of prime importance is announced 
by General Ribbon Corp., Van Nuys, Calif. Called Prestige Ny- 
lon, it features a new nylon cloth with special weave and an 
entirely new ink formulation. The new cloth is said to offer an 
extremely high thread count and practically eliminate “screened” 
or “textured” writes. It offers sharp writing without sacrificing 
wearing qualities, states the manufacturer, and will not fold over 
in the ribbon guides. It is also said to be excellent for photo- 
copy and thermofax reproductions. Prestige Nylon is available 
in different degrees of inking to suit individual requiremeuts, 
Standard length is 18 yds. with other lengths available up to 
24 yards. 


Dictating Machine 18 

, a The new Norelco ‘75’ dictating 
and transcribing machine feat- 
ures magazine loading which does 
away with the fuss and_ bother 
of threading tape. All the op- 
erator need do is drop the tape 
magazine into position and re- 
cord or listen. Simplicity of op- 
eration is the keynote—five con- 
trols handle all functions: record, 
playback, rapid review, fast for- 
ward and reverse, start, stop and volume. A buzzer automatically 
signals when the end of the re-usable tape is reached. The ma- 
chine also features a microphone-telephone switch for  instan- 
taneous switching from dictating to telephone-call recording. Priced 
at $189.50, the eight-pound portable unit comes complete with 
loaded magazine, log pad and dust cover, plus the choice of either 
transcribing or dictating accessories. Further information may 
be obtained from North American Philips Co., Dictating Equip- 
ment Div., 230 Duffy Ave., Hicksville, Long Island, N.Y. 





A functional addition to the versatile 
wall-saving spacemaking 3200 series to 
b give you a complete line of four chairs 
that harmonize beautifully with modern 
or Scandinavian style desks. Back is 
hinged and 4-way adjustable. Back 
height can be changed from 14” through 
3200 16”. Polyfoam seat and back. Platform 
construction on seat with 214” strips of 
rubber webbing. Can be upholstered in 


UY 





} Elastic Naugahyde or Mansfield, Elastic 
= Naugalite, Top Grain Leather or Gros 
Point. Finished in Genuine Walnut, Im- 
Ss itation Walnut or Mahogany on Birch, 
a and Oak. 
No. 3201 





Guest Arm Cheir WRITE FOR COMPLETE CATALOG! 


RAFTSMAN Cais 


by JASPER SEATING COMPANY 


Jasper, Indiana 











--~- for more details circle 143 on last page 
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The he 1): Dealer News 


Smith-Corona portables 
now guaranteed 5 years 


First 5-year guarantee 
in the portable field! 


Here’s another exclusive Smith-Corona selling 
point... added proof of Smith-Corona quality. All 
Smith-Corona portables now carry a full 5-year 
guarantee! 

No other portable — domestic or foreign — has 
a 5-year guarantee. And no other portable guar- 
antee is as all-inclusive as Smith-Corona’s. Every 
Smith-Corona portable model is covered. If any 
part proves defective, Smith-Corona replaces it. 
It’s as simple as that. 


A guarantee you can use — This exclusive Smith- 
Corona 5-year guarantee will be a sales-clinching 
extra for you. You can use it to back up your 
selling story on Smith-Corona’s exclusive features 
and quality. 

With Christmas not far off, it’s time now to 
display, promote and sell Smith-Corona — the only 
portable line with the 5-year guarantee! 


National advertising — Smith-Corona portables 
are being advertised this fall — full pages, full- 
color — in LIFE, LOOK and THE SATURDAY EVEN- 
ING POST. Student portable ads are appearing in 
SEVENTEEN, SCHOLASTIC, BOYS’ LIFE and AMER- 
ICAN GIRL. Watch for these sales-making Smith- 
Corona ads in the nation’s leading magazines. 






Is/c/ 




















GALAXIE 





SKYRITER 


SMITH -CORONA 


DIVISION OF SMITH-CORONA MARCHANT INC. 


--~-for more details circle 172 on last page 


Now—Pull Multiplying 
Profits Out Of The Hat! 


[NEW PRODUCTS... .-- 2. --.. 






| Combination Tool 19 


A combination postal scale, 
letter opener and magnifier made 
of molded Lucite plastic is be- 
ing distributed exclusively — by 
The Beckhard Line, 230 Fifth 
Ave.. New York 1. A. sliding 
weight on the letter opener 
blade permits accurate weighing 





of letters under three ounces, 
Built into the handle is a mag- 
nifier that magnifies up to two times. The combination unit, 
called Stamp-Teller, is individually gift boxed to retail at 3 


| Ink-less Stamp Pad 20 


“The days of the old fash- 


ioned ink stamp pads are lim- a) 
6 a» 


ited,” says Old Town Corp. in 
> 





ON GENERAL'S NEW — 


a introducing a new, wafer-thin, 


id | push-pull Stampad. Stampad 
os |does not require inking to make 
ie it work. It’s so light and thin 

Or e ee it can be carried in a _ breast 

) |pocket or slipped under a desk 

| pad. Merchandising and adver- 


| tising plans call for immediate . 
COMPLETELY ERASABLE introduction to both dealer and consumer, as well as the remem- 


brance advertising field. A clean, sharp reproduction every time 


a is assured. It is said to stand up for thousands of rubber stamp 
COLORED PENCILS | |impressions and then it is disposable. 


| New Caster Line 21 











ree te - 





A new and different concept 
in casters is a round caster 
named “Gyro-rol,” which  oper- 


Yes! For the first time—a strong, stay-sharp, thin- 
lead colored pencil you can erase as easily, cleanly, 
completely as you would a black lead pencil mark! 
No ghosts! No shredded paper! Color-Tex erases 
as clean as this: 


now you Now YOU f nWL 


T! 'T! 
SEE ! DON'T! suuY 


ates on a patented orbital prin- 
ciple with the wheel section re- 
volving angularly around _ the 
base. Internal, completely en- 
closed ball bearings provide ef- 
ficient, effortless, swiveling  ac- 
tion and rolling movement. It is 





free from jamming or clogging 
from dirt or hair because it is 





—AND IT’S PURE SELLING MAGIC! totally enclosed. Designed for all 
Fade-proof, smear-proof — and General’s special yee & Taeiee, 8S | 
“Carbo-Weld” Process keeps points sharp, long- factured with all standard stems = 
lasting, long-wearing! , with hard or soft rubber non- is 

marking tread. Eye appeal is heightened by five designer finishes i 
AN ECONOMY SPECIAL FOR YOUR CUSTOMERS —antique copper, satin chrome, bright chrome, satin brass, and > 


—A FAST-MOVING, HIGH-PROFIT SELLER FOR You! [lt Dass: (or more information, write Master Mig, Co. 9208 
immMan 2 e., eveland 0. 


y 
Especially when you Cash in on 
* Jumbo Advertising, Merchandising Promotions! 














Conference Table 22 
* Extreme Quantity Discounts IMMEDIATELY 
upon receipt of Order! A new conference table, mod- 
* BIG, BIG Profit Margins! ern in mood yet classic in de- 
sign, has been introduced by 
SPECIAL LIMITED FREE MERCHANDISING OFFER! ay. ae 
; Continental,” it originated as a 
Send us your list of customers. We will send “custom” piece in the mind of 
them FREE SAMPLES of Color-Tex ERAS- an architect. Slight modifications 
ABLE colored pencils in your name! Once ae kh ceil peabicieal easel 
they use Color-Tex, once they see it perform “ * | 7s d head f the Carlton- 
—orders and reorders will snow you under! and utility that ii has been made a standare part 0 the Carlton- 
Act now—this FREE offer is limited! Surrey line. Fourteen feet in overall length, “The Continental 
is 68% inches at its widest point and 29 inches high. Its boat- 
. shaped design provides seating for four more people than would 
ad 7 ’ e . iT a 
| Tee of caclity Deedee eC OR ac nd Searels fall | ye comfortable at a reciangular table of sunilor proportions. ‘The 
: ‘ 


table is a massive quarter-ton of lustrous, matched grain teak. 


| It has ebony brown base and border, inset with light and dark 
ENER AL teak with grain running the length of the table to accentuate 

its size. The woods are finished in natural oil. Glossy photos 
PENCIL COMPANY and price data are available from Carlton-Surrey, Inc., 1516 Blaine 


Ave., S.E., Grand Rapids, Mich. Gil 
69 FLEET STREET, JERSEY CITY 6, N. J. 


--- for more details circle 129 on last page 
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IT’S TRUE! MONEY GROWS 





Capea osc ay 









above: 


TALLY TREE, 


complete with an 


ON Tally TREES 





assortment of 18 two-table (retail 30¢) 
and 6 three-table (retail 45¢) tallies, and 
self-selling sign. Your cost: $30.05, 







rd stems 


er non- 
: finishes 
‘ass, and 





‘o., 9200 
Extra profits, extra sales 
TaEE pee ng = are yours from these clever rotatable 
22 72 assorted bows 








(retail 29¢) and sign. 
Your cost: $16.55. 
STARLITE BOW TREE, 
complete with 72 
assorted bows (retail 
19¢) and sign. Your 
cost: $12.95. 








GIBSON GREETING CARDS INC., Cincinnati 37, Ohio 


trees you can plant all over your store 


near cash 


registers, on aisle corners, wherever traffic flows. Stocked with 


exciting hanger-packaged wanted items, they’re like 


money on trees. Order now 


EXTRA PROFITS...MAIL TODAY 


[) Ask representative to call, no obligation 





TREE complete, 29.60 


above: PARTY INVITATIONS ' 
: and THANK YOU CaroS ! Fred J. Wagner V.P. cnete: aan 
Carlton- TREE, complete with 18 . GIBSON GREETING CARDS INC. Dept. mS-11 | CO TALL complete 
tinental” Assorted Invitations and 6 4 Cincinnati 37, Ohio with tallies, 30.05 
; Thank You's (retail 50¢) and POMPOM TREE com- 
Its we sign. Your cost: $41.75. : | want more profits. Send trees | have checked: plete with ion 1655 
VOUK 
lly Tl : C1 STARLITE BOW TREE 
ns. - left: TALLY and PLACE Name complete with bows, 
ain teak —_ TREE, complete with 5 , 12.95 
| ails 15 two-table (retail 30¢), irm = — sininaiicinncengmeliggiaiince m ile 
and dark 3 three-table Tallies(retaiil § CO PARTY INVITATION 
ecentuate 45¢) and 6 place cards . Ait AND THANK YOU TREE, 
y photos (retail an ) and sign. Your ‘ as complete, 41.75 
16 Blaine Se 7 City Zone___ State ] TALLY and PLACE CARD 
: 
| 
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USTRITE’S exclusive line of 
currency gift envelopes again 
captures the spotlight for the 
holiday selling season. Three 
unique assortments in 3] spark- 
ling designs add up to bell-ring- 
ing sales to your customers 


CHRISTMAS LINE, engraved 


a truly quality assortment in 
13 exquisite styles, steel-die en- 
graved in 2 colors... furnished 
on classic white vellum stock. 

















ccm 


CHRISTMAS 
LINE, 
lithographed 










offered 


. embodies softness and beauty at lower cost 
in 9 cheerful designs, sharply lithographed in stnking 


Christmas colors 
outside envelopes 


. in white vellum stock with matching 








EVERYDAY 
LINE, 
engraved 








. a gift envelope for every occasion — Happy Birthday, 
Wedding Congratulations, Best Wishes, For The Baby, 
etc... . consists of 9 original designs all genuinely steel- 
die engraved. 


Don't pass up the opportunity to offer Justrite’s fast-selling 
currency gift envelopes to your customers. Write for sam- 
ples and prices of these and other specialty envelope 
products from the Justrite factory closest to you 


meet nree Modern JUSTRITE Factories 


NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street « Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W . Atlanta, Georgia 





NATIONAL JUSTRITE ENVELOPE CO. 
Sold por resale ouly 2220 West Beaver Street « Jacksonville, Florida 


--- for more details circle 157 on last page 
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MEW PRODUCTS . . 2. 2 we we we ew 


New Pencil Lead 23 


Banding cartons of Ticonder- 
oga pencils with attention call- 
ing wrap-around strips is part 
of the merchandising, promotion 
and advertising campaign de- 
vised by the Joseph Dixon Cru- 
cible Co. to herald the com- 
pany’s revolutionary new lead 
discovery, “Marvelead.” Dixon 
will use the new lead exclusively in the Ticonderoga pencil, its 
best-known, best-selling brand. 





Heating Device 

A new UL approved radiant 
heating device designed to pro- 
mote worker efficiency by keep- 
ing employees’ feet warm in of- 
fice areas where floors are cold, 
damp, or chilly has been an- 
nounced. The new unit provides 
a constant 10-degree increase in 
temperature at floor level. Con- 
structed of durable laminated tempered masonite, the radiant 
heater measures 20” by 24” by 5/16” and operates from 120 volt, 
single phase, 60 cycle current. Available in a choice of three 
neutral shades, the radiant heater is priced at $13.95 each, or in 
standard six pack at $11.95 each. For more information, write 
MacNeal & Dashnau, Dept. 58-6, Ivyland, Pa. 





Calendar Index Cards 25 


Introduced for the first time 
at the NSOEA show were Keith 
Clark's “Cal-Index” cards, a new 
product designed by the calen- 
dar manufacturer to add to the 
convenience of the “170” line 
of book-style calendars for desk 
use. The buff-colored index cards 
are tabbed and printed with the 
months of the year. Calendars 
with the “Cal-Index” can be 
more readily used to locate any 
month of the year for future or 
Punched for the standard 3°54” by 6” double- 
arched base, the cards are intended for indefinite use with annual 
book-style calendar pad refills. Printed on the front of each card 
in addition to the name of the month is pertinent information 
such as flower of the month; zodiac sign; legal holidays; how to 
determine undated holidays; and birthstone of the month. Lines 
are provided for personal reminders of birthdays, anniversaries 
and other important dates. The set of monthly “Cal-Index” 
cards packaged in a plastic wrap will retail at 49 cents. 


z Cal-index & 





past references. 





another FIRST 
with FASTER 


SERVICE for 
YOU, the 
dealer . 





on custom snap forms! 


SHEETS, STICKERS and AIR POSTAGE 
GUARANTEED ENVELOPES). 

QUOTATION RESPONSIBILITIES — 

plus the LONG WAIT for confirmation, 


OGERSNA 
send for our NEW EXCLUSIVE “RUSH- 


UP 24 HOUR QUOTE SERVICE” kit for BUSINESS FORMS 
dealers! (contains NEW INFORMATION P. O. BOX 10425 


--- for more details circle 168 on last page 


If you have been confused by complex 
ORDER FORMS, PRICE SHEETS, 


DALLAS 7, TEXAS 
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““You get bigger profits 
with the full OXFORD Line!”’ 


There’s nothing buried about the treasure of profits awaiting full line Oxford dealers— 
it’s mapped out right in Oxford’s dealer policies. Going right down the line in support of 
full line dealers, Oxford provides marketing in the field, in the laboratory, and at the ware- 
house. Oxford salesmen conduct seminars and make consumer calls while a national 
advertising program pre-sells your customers. Continuing research and development keeps 
all Oxford products at the top of the quality class, pioneers new products to fill new needs. 
Shipping time and costs are minimized by a network of branch factories and warehouses; 
prices on best selling Oxford Pendaflex® are company-maintained for your protection. 

Be sure you’re on our mailing list, for free 

copies of the ‘‘Filing Line.”’ 


If you’re not a full line Oxford dealer, you’re missing out on full profits! 
Oxford Filing Supply Co., Inc. 


tg Oxford Riectiremibieedaieaad 
: nd 


FIRST NAME Factories in ST. LOUIS, LOS ANGELES and AUGUSTA, Ga. 
IN FILING Warehouses in CHICAGO and DALLAS 





In Toronto, Luckett Distributors, Ltd. 


--- for more details circle 158 on last page 
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NEW PRODUCTS ....... — 


. . . . . as | 
Repackaged Carbon Paper 26 


A new design for their carbon — 
paper packaging is being intro- 
duced by The Carter’s Ink Co. 23. 
The new design is incorporated 
on the carbon boxes, carbon pa- 
per folders, and carbon backings, t 
Eventually all Carter’s carbons 





and ribbons will carry it. For 

















: - dealers, the new packaging pro- Retails 
=i 5 vides an attractive, eye-catching Refills 
eB * appearance that invites display 

Se and helps sales. End labels on the boxes have been redesigned * An 
uate | to facilitate keeping counts of weights and finishes. The back °G 

Hea | of each folder indicates all weights and finishes in which the . 

| carbon is available. * Ex. 

* Mc 


YOU CAN COUNT ON | Card-holder Mail Bag 


Can-Pro Security Mail Bags are 


now available with a card holder 
| feature especially useful where bags 
| are shipped back and forth between 


departments, branch stores, plants, 


etc. Put a different address on each 
side of the card, then just flip it 
to change the routing. Snap clos- 


ing keeps the card in place, opens 


TO SELL TH EMSELVES! in a jiffy for changing. Card hold- 


er can be added to any of nine mail 


® Fu 





bag styles — five canvas, four de- 

F 7 
luxe leather. All models can be 
locked. 3 iH 


List Finder 28 10 3 
| The latest addition to the 1 kK 
° Bates List Finder line, the Im- 
perial Mark I, features index ne 
eards in eye ease green, a color 13 c 
matching memo pad, and a 
metal mechanical pencil. The B c 
product is gift packaged in a rg 
black and red two piece box 
emphasizing the quality of the if 
unit. The Imperial Mark I is available in three striking colors. Ty Q 
The names of the finishes are derived from the genuine wood 
inset panels and the lustrous metal trim. The combinations are °E 
Natural Walnut and Polished Brass, Claro Mahogany and iE 
Brushed Brass, and Grey Driftwood and Aluminum. List 


NEW LITHOGRAPHED COLUMNAR PADS ee eee 
WITH INCREASED SALES APPEAL AT NO eatin 
INCREASED COST! elief Maps 


New 41” by 26” raised relief maps 
@ NEW NUMBERED LINES, NUMBERED COLUMNS—MAKE WORK of the United States and World are 
EASIER! offered by Aero Service Corp., Phila- 


delphia. Both vinyl plastic maps 
@ NO VARIATION IN RULED SPACES — EACH SHEET EXACTLY show mountains and valleys in real- 
MATCHES ANOTHER. 


istic relief that stands up more than 


@ NEW COLOR FAST INK—RESISTS DAMPNESS AND MOISTURE domain ae Semi ar 
— PERMITS NUMEROUS ERASURES ! 


brings Aero’s portfolio of relief maps 
@ NEW SPECIALLY SIZED WRITING SURFACE—MINIMIZES to a total of three sizes. Other 
FATIGUE—YOU WRITE ON THE PAPER NOT INTO IT! 


maps of these subjects include de- 
@ NEW MODERN DESIGNED COVER OF FLEXIBLE OLD GOLD | smaller gift size measuring 28” by 18”. This new 50-state US. 














luxe 61” by 42” models, and a 





PRESSBOARD—IN ALL POPULAR RULINGS AND SIZES—IN | map is printed in eight colors, ranging from copper brown to 
WHITE, CANARY, BUFF OR GREEN-WHITE. A COMPLETE LINE | pale green, and contains over 4,000 geographic names. A special 
Z . | heat-sealed backing on the map holds a 26” by 14” pull-out map 
index to help locate every one of the place names shown. The — 
ASK YOUR WHOLESALER new World map shows approximately 2,500 place names and also 
| contains a slide-out map index. Both maps are formed from BRI 
Ss. E. & M. VERNON, INC. | vinyl plastie said to be so strong you can actually stand on it. ‘ 
i ; P ” P — . : . “ome 89 
They have a 144” mahogany-colered, plastic frames, and come 
TREET 7, NE R ; ns sll : a ; 
<6 GUANE STEB NEW YORK 7, NEW VORK ready to hang. Price of the new size maps is $24.95 each, f.0.b., — 
Philadelphia. | 





- - - for more details circle 179 on last page 





64 MODERN STATIONER, NOVEMBER, 1960 MOL 








». |“BRIDGEPOINT” DIARY || THIS IS | tre °compucre 








» carbon — FOR YOU! 

aa t| TOP PROFIT LINEX 
oko. 123. ts RBBB BERR me , 

rporaled € 
i pa- . . 

oe. the stimulating new WORD GAME 

se © by Maurice Freedman 

ng pro- Retails $3.00 in New Magnetic Binder....... $21.60 per dz. 

yar Refills $1.00 (new numbered games each month) ....$ 7.20 per dz. / 

display 

designed * An improvement over crossword puzzles! 

he back 


lich the | Gvaranteed to stretch vocabulary by degrees! 
* Exciting new party game! 
* Makes a game out of spelling! 


27 | * Fun at home or travelling! 


HORIZONTAL WORDS (2-13 letters) 
(use pencil). One word each line. UNFILLED 
ig Score 1 degree for each filled in square. | SQUARES 


| Horizontal total is 180—total of UN- 
FILLED SQUARES. 








THE FABULOUS 
STREAMLINED 


























Ig 53 
icf FIT VERTICAL WORDS (2-24 onsal ee 

letters) (use pen to final- 
mE | ize). More than one 
‘Go pond Pr Mayon The Most Complete QUALITY Lightweight 
if Score 1 degree for Portable — in the Most Elegant ‘’Slimmest 
iO each filled in Carry Case — MOST COMPACT EVER! 

square, 


@ Full-size machine 
(with everything but a tab) 
@ Takes FULL size to #10 
Business Envelopes 
@ Beautiful decorator colors: 
Beige, Gray, Turquoise 
@ 2-YEAR PARTS WARRANTY BOND 





22 | oH 
to the 

the Im- n K | 
ss index ng 
a color 3 | 
and a 

i. Th | OQ 

ed in a 2 0 | 

iece box 

, of the N P| 


ig colors. 10 Q | COMPE- 


ne wood 





























ADVERTISED IN Actual Retail YOUR 90 


LIFE $49.95 plus FET COST 34 a 

























































BETH GSEPRRAREEEH ESSERE 





TITION 
tions are FR | Compete 
any and os | against your ousnl 
n. List own time or 
i score. Compete 
‘gy against individuals DELUXE 
or groups. The Most Fully Complete 
g P : 
29 | sEulyijejr AUTHORIZED WORDS Portable Deluxe with 
v | as agreed upon; by sub- office machine features, 
4 ject; or as found in a spe- t ti f t-set tab 
Du cified standard dictionary. automa re vor se 7 ' 
automatic margin setting, 
, g 
Y 








etc. 






































z= HORIZONTAL _JonFitced] _ = ‘ateal! hate! Y 5 85. Incl. 
iG TOTAL 180 |-| | = | $89.95 plus FET - Cost DO FET 
TT perticat - CONSUL “SILENT” “iejuci Retail Your $qq95 Incl 
L | | | | | | | TOTAL Portable $69.95 plus FET Cost FET 
“GRAND * @ NO Discount Competition 
TOTAL EXCLUSIVE @&xcePriona Profit 
DEGREES Margin 
tate US. 24. PRIZE—2 THEATRE TICKETS! Write for full details! @ Protected Franchises 
— % Mail completed ““ALPHA-BEAT” above prior Ps ROBINCO NEW YORK Inc. a 
A specia to Oct. 31 to N.Y. Showroom. Highest score ide 
-out map wins 2 N.Y. Theatre Tickets (or equivalent). a 3 East 3 7th Street - as New York 3, N. Y. = 
pole | RUSH coupon for full profit details and protected franchises 4 
a information. 
od oe BRIDGEPOINT PLAYING CARD CO./| 1 cae . 
nd come 1089 St. Nicholas Ave. New York 32, N. Y. sw 5-0790 | & ‘aia 
ch, f.o.b., i i 
N. Y. Showroom—225 Fifth Ave., Room 606—MU 6-8342 - Se AYRES NT mage as = ean 
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NEW! 


Vivid Colored 
RULERS 


Bright blues, yellows, greens and 
reds . . . PRECISIONMATIC made 





They sell on sight in 


SENCO 


COLORAMA 
COUNTER DISPLAY 


No. 69-C © 4 dozen 12” wood rulers 
14%” x 3,” thick double beveled. In as- 
sorted colors, 10¢ seller. Metal edge. 
No. 700-C © 6 dozen 12” wood rulers 
%" x ¥" thick, single beveled. 18 each 
of 4 colors 5¢ best seller. 


Individually packed for re-shipment. 





Write for prices. Buy from your nearby jobber. 


SENECA NOVELTY CO., INC. 
52 Miller Street, Seneca Falls, N. Y. 


- -- for more details circle 171 on last page 
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Seen adele cane 


Whe, Fibre Board Products 














The same fine card files, transfers and box files 
are now available with a green leather design 


cover as well as the traditional black Agate. 







GREEN LEATHER 
DESIGN 


Q 
STANDARD BLACK 
AGATE 


Write for more information to: 


The Weis Manufacturing Company 
Monroe, Michigan 


- -- for more details circle 182 on last page 
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Pencil Deal 30 


The Eagle Pencil Co. has 
launched a special self-liquidat- 
ing premium deal. A _ special 
prepak containing two gross of 
Mirado Pencils plus a_ Boston 
KS sharpener is being offered at 
regular Eagle Mirado prices plus 
50 cents for each sharpener. The 
sharpener retails for $3.85. Each 
sale of the prepak will return 
the cost of the sharpener to the dealer. 





Stacking Chairs 31 


Three different styles of 
stacking chairs have been added 
to the line of aluminum chairs 
manufactured by Emeco Corp., 
Hanover, Pa. All have padded 
backs and seats of latex foam 
rubber, upholstered in a_ wide 
selection of plastic fabrics or 
woven materials. Framework is 
fabricated of welded aluminum 
tubing, anodized for a_ satin- 
smooth finish. The frames are 
available 





also in gold anodized 
finishes. Nylon buttons on the chair legs prevent the metal from 
being scratched during stacking. Model 6001 is an oval-back 
stacking chair, Model 6003 (illustrated) a hand-hold chair and 
Model 6004 a full-back chair. All have seats 154 inches wide 
by 15 inches deep. 


HOOKRITE CHAIR WATS 
oe COMPETITIVE PRICES — 

al? 

Ny (dhs 


PROMPT DELIVERY 






V~ 
ey f 





WRITE FOR \ = -—4 _— 

DEALER neo 
—_— 

LITERATURE 

AND PRICES 


» 


/ 





= 


Meets Government Specifications — Fabricated from 
2" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 


HOOKRITE PRODUCTS CORP. 


49 eapriRe Jddapag * NEWARK 5, NEW JERSEY 
N I) y N. J. Pho Bigelow 
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VARIETY MATCH 
TABLEWARE ENSEMBLE 

a colorful circus of fun 
for children's birthdays 








BANQUET 
TABLECLOTHS 























CUTTER BOX ROLLS 






PACKET FOLDS 


NAPKINS at 


COCKTAIL * LUNCHEON + DINNER SIZES 









JUMBO FOLDS 








FACIAL QUALITY 











ALL-OCCASION FLORAL 
CREPE PAPERS \ 
FLAMEPROOF FOLDS at 
AND ROLLS ae 
eS 









a ,; FLAMEPROOF 
STRIPED ROLLS 














“BIG BULK" 

FLAMEPROOF 

STREAMERS OTT, 

ee t oods. 
— ape J 
oor 

TUTTLE PRESS COMPANY 
aw TORE, 1198 Besndvey APPLETON * WISCONSIN 


CHICAGO: 20 N. Wacker Dr. 


; hone: CEntral 6-7013 Paper Specialties you waxt from One Sawree 
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at. Pending 


Pp 
THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 


Finger Tip Control for 
“filing and finding” 













They 
hang! 


Just one demonstration proves the facility, ease and 
accuracy of filing and finding with Guide-O-folders. 
Gone are the days when file clerks had to push and 
haul sagging overloaded folders to file and find 
correspondence. Guide-O-folders simply glide along 
on the metal frame. The metal strips are anchored 
securely to Guide-O-folders, hence they are always 
in position. The adjustable metal tabs are slanted at 
a 45° angle tor better visibility. 

Feature Guide-O-folders in your sales work. 


for a sample today. 


Write 


A complete line of Filing Supplies, 


“TRANSFILE" Fibreboard Transfer Files 


> 
STEEL DESK DRAWER UNIT 


Made to fit the lower 





deep drawer of all 
standard desks. Using 
this unit, the desk 


worker always has im- 
portant and vital data at 
the finger tips—always 
in an upright position. 
Instantly available and 
instantly replaced. The 
unit consists of a metal 
tray and 25 Guide-O- 
folders complete with 
adjustable metal tabs 
and an assortment of 
inserts for tab headings. 


Guide System & Supply Co. 
335 Canal St. New York 13, N. Y. 
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New Film Ribbon Spool 





32 

A new spool plug modification 
for Stylewriter Carbon film rib- 
bon has been announced by The 
Carter’s Ink Co. to fit all type- 


writers with carbon ribbon at- 
tachments. Stylewriter ribbons, 
made of thin Mylar film, put a 
minimum of material between 


paper and type, making impres- 
sions sharper, easier to read. The 


ribbons may be used for all correspondence and for material for 


reproduction by office copying machines or offset printing. 


Style- 


writer is available in five colors with color-keyed plastic cores: 


black, 


blue, green, red, brown. The new spool eliminates the 


need for stocking several carbon ribbon sizes for different office 
typewriters. 


Toy Projector 

One of 
1960 line of toys promoted by 
Kenner 
nati, 
jector, selling as low as $5. With 
the flashlight 
slide 
can 
The 
TV 


and 
in a single 
total of 
precision 
zeny 


An 


be presented by a 
shows 
and 
cluding Quick Draw McGraw, 


others. 


flat 
additional 


33 
the new items in the 
Products Co., Cincin- 
is the Give-A-Show Pro- 
battery-operated 
complete shows 
child. 
favorite 
life characters 


projector 


feature 16 





in- 
Huckleberry 


real 


Hound, 


seven 


Wyatt Earp 
Each is complete in slides contained 
strip with story legend printed on each slide 
112 color slides. Made of high impact plastic 
the unit projects full color 
surface up to five feet 
feature is the fact 


show 





a 
with a 
walls or 
clarity. 
also designed to 


lens, pictures on 
square with 


that it is 


extreme 


project regular 35mm color slides 


NEW! K&c@ PROMOTIONAL 
STEEL DESK with LINOLEUM TOP 


@ Mar-resistant, shock-proof 

Armstrong linoleum top 

Sturdy - 18, 20 & 22 ga. 

steel 

@ 5 easy-sliding roller 
bearing drawers 

® Side-locking follow block 
on file drawer 

@ Brushed aluminum hard- 
ware and trim 

®@ Adjustable glides for 
perfect levelling 

@ Oven-baked enamel finish 

@ Choice of 4 colors 60" 


Model No. 603D 
x 30” 





make money«keep it =” 
when you sell K«C quality 


K&C quality cuts costly servicing, so you keep 
your profits on our fast-moving promotional steel 


i=] equipment. 
4 Files, desks, storage cabinets, combination units 
of 4 all are precision made of heavy gauge 
em | 


steel, quality-finished in a choice of colors. 
Write, wire, oon TODAY for complete catalog and price 
fe 


list and NEW KGC Ist ORDER Bonus Plan. 





= 1007 Greene Ave., Brooklyn 21, 


Representatives: a few choice territories available; 





NEWSPAPER MATS AVAILABLE 
K QB eral PRODUCTS Co., 
fee 


N. Y. @ HYacinth 1-4510 Write for bulletin 
OVER A DECADE OF QUALITY AND PRECISION IN STEEL EQUIPMENT 


; Inquiries invited. 


Metal Label Holder 34 






Charles C. Smith, Inc., Exe 
1 HSSOREEE TT ter, Nebraska, manufacturers of 
a ear “Office-Aid” equipment, has de 


signed a Metal Label Holder for 








doc use on steel shelving. A pen 
fi Stisesteti = manent lifetime metal holder is 
welded to a steel clip whieh 


clips over the folded edge of the shelving. The clip has a full 


1.” clearance and is flanged outward, at the bottom, for easy 
application to the shelf edge. The top of the holder does not 
project above the edge of the shelving. The label slides ip 


from either end of the 


label holder, and is protected by a plastie 
sleeve. These new 


holders can be made in any length, in any 
width, and with any type of flange, to fit your individual needs. 
A Double-View Label Holder, to be 


also available. 


used on metal dividers, § 


Refillable Office Ball Pen 35 


Eberhard Faber announces a 
major expansion of the Noblot 
Regular and Thinrite Ball Pen yl 
lines with the addition of re- NoBLOT Refili | 
fillable cartridges and replace- 
able ball erasers. The cartridges ‘ U Keone 
for the Regular and Thinrite i no ‘a 
pens are also interchangeable. pe A 
Phere are four refillable pens in BLOT Refill A: F 
each line, blue, red, green and ae 
black. All pens feature a nickel- 


plated ferrule with an adjustable 





clasp containing a removeable eeannano race 
eraser. Refill cartridges are pack- 
aged one to a cellophane en- 


velope printed to match the color of the ink. The envelopes are 


punched for rack hanging, one dozen to a cardboard pouch. Pack- 
ing is ¥4 gross cartridges in a yellow carton with end label. The 


new refill pens retail at 39 cents and 49 cents. 









~ 


— from wall, 
_— — 
COAT and HAT RACK 


Styled to harmonize with fine ap- 
pointments, these smart wardrobe 
units are — built of closed- 
end aluminum tubes rigidly held in cast aluminum 
brackets. Permanently beautiful in ‘clear’ or “gold” 
anodized finishes. Mount at any height, on any wall— 
singly, end-to-end or in tiers, t 
give any desired capacity. 
Brackets adjustable 
exact centers. Come 
in even foot lengths 
including 8 feet. 


Shelf No. 21 has full 
os Hanger Rail 
Ss extending 115%” 


















Shelf No. 31 has 
staggered, die cast, 
anchor-style coat hooks 
instead of Coat hanger rail. 


Shelf No. 11 general 
utility shelf or for extra hat 
shelf above types 21 or 31. 


NEW 
SHELF 
No. 51 


Compact space 
saving 
with 

which mount 


hongers 





design 
Y-18 


four 


INC. 


in special Y receptacles para 


to wall 
-740 


VOGEL- PETERSON co 


RT. 83 & MADISON ELMHURST. ILLINO 





68 
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Refills are ip 


available in 
6 flash colors. 


...when you sell Listo, the 

marking pencil that writes on glass, 

metal, cellophane— anything! No wonder 
it’s America’s best-selling marking pencil! 


Make Listo a best-seller for you...and build 
repeat sales with Listo refills in 6 flash colors. 


LISTO PENCIL CORPORATION, ALAMEDA, CALIF. 








As advertised in LI r E POST 
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TECHNICAL ILLUSTRATION—a comp 
: ly revised book on this most ti 
subject. $5.00 each. 








AT Mwa-xelateluibameleloilalsMuleldalial 





Economy priced to speed sales. Continuous-duty design assures 


minimum servicing to preserve profits. 4-way guarantee builds cus- 


tomer confidence. Many “addo-x” features—all “addo-x” quality. 


write ; —“‘addo-x”’, 300 Park Avenue, New York 22, NY 
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Studio Card Displayer 36 


A new studio displayer from 
Gibson Greeting Cards, Inc., has 
five independently rotating tiers 
which hold a total of 100 designs, 
with 12 cards and envelopes in 
each pocket. The 
with orders of 70 designs or is 


unit is free 


available alone. Gibson’s com- 
plete line of studio items also 
includes decorated merchandise 


bags with space for dealer im- 
print, conversation - piece _ gift 
wraps in studio 
giant 50-cent studio cards measuring 5” by 13” 
of Christmas studio cards. 





humor, 
, and a selection 
A pegboard-backed floor stand with 
convertible shelves is available for merchandising the company’s 
Christmas solid packs. 


style 


Redesigned Carbon Set 37 
Sea Foam Bond Carbonsets 
are now being sold with self- 
instructing back printing, ac- 


cording to an announcement by 
the Type/rite Corp. Each sheet 
of carbon is imprinted with in- 
structions on using the carbon- 
Also included is a_posi- 
tioning guide on the right-hand 
side for quick and easy align- 
ment and for aid in determining 
the number of 
on the page. 

Carbonsets are 


sets. 


lines remaining 
Free samples of 

available by 
writing to the Type/rite Corp., 





21 State Highway 10, Han- 
over, NJ. 
Plastic Desk Mat 38 


A new, protective Desk Mat which will permit surfaces to 
show through has been introduced by Evans Specialty Co. The 
Decor-Mat Desk Covers are manufactured of transparent acrylie 
plastic, finished with even edges, which are ground, beveled 
and polished, allowing the mat to lie flat and smooth. The re 
silient material is said to be able to take abuse which would shat 
ter ordinary glass desk tops. 


It resists warping, chipping, scratch- 
ing and clouding. 


The covers are reversible for long-life use, and 
are available in a wide range of standard stock sizes. They can 
easily be produced to meet the requirements of modern free shaped 
and modular office furniture. 


Combination Panels 39 


A new Multi-View wall panel 
with sections that pivot to form 
a chalkboard, a tackboard or a 
combination surface has been de- 
veloped by the Son-Nel Products 
Co. An optional white porcelain- 
enameled steel section serves as 
a projection screen. The compact 
unit thereby serves multiple purposes, and makes an attractive 
combination ideal for schools, lecture halls, conference rooms of 
showrooms. Chalkboard and tackboard facing materials may be 
selected from the complete Son-Nel line. Individual panels are 
available in a wide selection of matching or contrasting colors. 
All sections are 4’ high, and in varying widths to provide over-all 
dimensions of 12’, 16’ or 24’. Frame, trim and chalk tray are 
precision fitted, anodized extruded aluminum. Details are avail- 
able from Son-Nel Products Co., 900—19th Ave., Oakland 6, 
California. 
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EVERSAFE New Deluxe Insulated 
NEW PRODUCTS . e . . ° . . . ° ° PORTABLE LEDGER FILE 


Rebuilt Dictating Machines 40 ° 
merican Dictating Machine Co., of 51 W. 45th St. has Offers Extra Capacity ee 
reprinted its complete used dictating machine catalog. ADM 






contends that with the new catalog, it can now make available 
to any dealer, machines of all makes and models, from early 
models to the very latest. In this catalog will be found photo- 
graplis and specific details, of Rex Recorders, Dictaphones, 
Soundscribers, and other makes and models. The catalog also 
has price sheets giving the dealer his rough price, his rebuilt 
price and a suggested retail. All machine pages have approxi- 
mate price when new and a suggested resale price. These cata- 
logs are available to dealers for $2.50 each. The company 
also announced a plan wherein the dealer can order equipment 
and be able to return it for full credit if his sale does not work 
out. 





Floor Mat 41 

A hardboard office floor mat, sur- 
faced with a new film to provide 
a high-style wood grain surface and 


wa 






No. 1930 
Pull-Type Handle 
oe Dual Drawer Locking 
CERTIFIED FIRE Protection 1700° 1 Hour 
TOP INSULATED LEDGER DRAWER extends 294," clear 
of the cabinet permitting storage of 9,000 ledger sheets, size 


8%" x 11". Lower storage drawer non-insulated. Yale Pin 
Tumbler Key Lock. 


Convenient “Point of Use”’ Fire protection for valuable 
records. Records never need leave the file 

Convenient Operating Height— No heavy lifting of 
trays. Posting Machine carriage clears top of ledger file. 


<a; 
- _-“ ) 


increased resistance to chipping, 
abrasion and stains, has been intro- 
duced by the All-Matic Corp. of 
Hudson, Ohio. The mats are de- 
signed to protect carpeting, tiling 
and wood flooring under chairs. 
With their surface of Videne, a new 
polyester laminating film produced 
by Goodyear, the mats are said to 








withstand scuffing, shoe markings Roll-Around Portability— Easily rolled alongside posting 
and chair caster indentations. They also achieve a new decora- | machine or any other desired location. j 
tive concept through reverse printing of the Videne surface in | Operating Ease— Drawer has finger-tip operation, gliding 
exact reproductions of blond and dark walnut wood grains. | easily on extra heavy multiple ball bearing suspension. 

The mat will be offered in two sizes, 48” by 36” and 48” by 54”, WRITE FOR COMPLETE INFORMATION AND PRICES 

each size available in either a small or large lip design. The | 5 C : 

small lip fits standard desk openings. The large lip fits desks | EVER- AFE 0., Div. Schwab Safe Co. 
of the new contemporary designs. Tapered edges on the mats LAFAYETTE, INDIARA 











permit office chairs to roll on and off without lifting. 
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modern steelecraft... 















Series 100 and 200 — Full Suspension Files 


® 10 Roller Bearing heavy duty full suspension cradle 
® Newly designed finger-tip control follower block 


@ Symphonic lustrous permanent finishes of olive green or 
modern grey 


@ Rugged construction with 6 reinforced uprights 

®@ Beautifully designed with solid aluminum hardware 
®@ Made of heavy gauge steel for lifetime service 

@ Available with thumb latch upon request 

e 


All models available in letter or legal sizes and with 
plunger locks 


Puzzled on how to turn shoppers into customers? .. . Then feature MODERN STEELCRAFT—the profit making line. 

Made by a company specializing in files for over half a century. Built with features that clinch sales and priced to 

give your customers maximum value . . . not to mention maximum profit for you. 

Write for our new 1960 catalog showing our full line of easy 
selling, high profit office furniture. 








modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,N.Y. 
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7 ANCO WOOD SPECIALTIES, 





10 EASELS» ANCO 









NO. 83 


construction p 





NO. 250 IMPERIAL EASEL 


A professional studio easel with added support 
on both sides of center post. Large canvas 
holder and utility tray with palette holder fully 
adjustable by means of metal ratchet... 
designed to provide better support for large 
canvases. Adjustable metal stabilizer 

and other hardware plated to resist corrosion 


List price $15.00 
FOB: Glendale, L. | 












MASTER EASEL 


Anco’s traditionally popular studio easel now 
even better than ever! New unique 


rovides easier adjustment of 


tray and canvas holder with built in palette | 
holder. Large easy tightening thumbscrew- Fe 
and-steel plate assembly prevent tray ; 
slipping even with 100 Ib. weight. I 


List price $12.00 FOB: Glendale, L. I. 


Please write for literature mentioning this publication. 


INC. 


GLEN OA LCE, ™. Y. 





GluBitd 





WITH ORTHINOL 


WHILHOLD: 


GLUE 


Squeeze 


Los Angeles 31, Calif. ¢ Chicago 12, Ill. 


72 


Bottle 





glitter 
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NEW PRODUCTS . 


Versatile Seating Group 42 


Monarch Furniture Co., High 
Point, N.C., “Dimen- 
sion,” a new design in multiple 
seating by Norman Heckler As. 


presents 


oe 






" sociates. This collection with 
more than thirty variations of 
one design, has special “wall 
saver” features and has been 


created to give flexibility and 


versatility in office decorating 


The line ranges from single to four seaters, combined with tables 


or without. Table tops are plastic. All exposed wood is solid 


walnut but can be finished to the customers’ specifications 


Tape Reel Clip 
\ plastic that 


smoothly between the flanges of 


clip slips 
reels to hold loose ends of mag- 
netic tape securely in place has 
been developed by Minnesota 
Mining Manufacturing Co. 
Called the “Scotch” brand Tape 


and 


Clip, the thimble-sized product 
is being merchandized in pack- 
ages of 10 at a retail price of 
35c. In addition one of the 
clips soon will be packed with 
ach roll of “Scotch” brand mag- 


nelic tape. Molded of polystyrene plastic, the triangular-shaped 


accessory is sturdy yet flexible and easily clips onto tape on 
reels. All edges are tapered and smooth to prevent any possibility 
of scratching the tape. Produced only in one width, the clip 
fits standard quarter-inch recording tape on any size reels. A 
display board is free to dealers with an order of 12 packages. 





There's a Nationally Advertised and Universally Accepted 


TIFFANY’ STAND 


... that’s best for your.customer’s purpose 











MODEL 5000 


| GREATEST ALL PURPOSE, com- 
pletely safe, Stand for costly 
office machines. Adjustable open 
top ...moise-escape hatch. Cast- 
ings cover retractable casters; 
anchor firmly on floor. 


MODEL 7711 


For the ‘‘limited budget'’ buyer, 
OFFICE OR HOME USE. Solid 
steel top, undercoated for sound- 
vibration abatement. Square, 
tubular legs. Two drop leaves. 
2” casters with brakes on front. 


For further information, write Dept. MS 9 


TIFFANY STAND CO. 


7350 Forsyth St.Louis 5, Mo. 
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immediate 
shipment on 


complete line 





There are four reasons why 
BAY is the fastest growing 
company in the field of 
steel shelving and shop 
equipment manufacturers: 
better products, lower 
prices, quicker delivery, and 
sensible sales policy. Our 
system of limited franchise 
distribution and complete 
distributor protection 
insures freedom from 





wanton price cutting—and WORK BENCHES 
leaves us free to make STEEL SHELVING 
finer value products for our HANDICABINET®& 
distributors to sell. BENCHES 
STOCK CARTS 
Even though some areas are SERVICE TRUCKS 
now closed to new STACKING BOXES 
distributors, we'll still be ortyy vy 
glad to send you our CABINETS AND 
catalog. See for yourself CASES 


what has made BAY grow! 


BAY PRODUCTS DIV. 


AMERICAN METAL WORKS, INC. 
1818 West Cambria St., Phila., 32, Pa. BAldwin 9-1805 
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MONTH- 
AT-A-GLANCE 
WALL CALENDAR 











ANOTHER POPULAR 
COWL “AT-A-GLANCE” PRODUCT 


Handsomely designed ideal work organizer for office use. Big 
142” date blocks leave ample space for noting deadlines, meet- 
ings, out-of-town dates, etc. Perfect, too, for the home. Remem- 
bers the whole family’s “Don’t Forgets” at-a-glance. Double-use 
opens double-sales opportunities. A fast-selling retailer at $1.25. 


SELL BEST BECAUSE THEY TELL BEST 


Gla 
at Neo 





EATON'S 





EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showroom: NEW YORK, 475 Fifth Avenue 
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Graffco 


SIGNALS 
for every type 


Shown here is the 
#90 Cellugraf Signal. 
It features an opaque 
plastic writing surface 
which accommodates 
special notations such as 
numbers, letters, etc. 
Twelve standard colors. 
Graffco Signals bring 
facts to life. 


GEORGE B. Graff COMPANY 


54 Washburn Avenue, Cambridge 40, Mass. 
--- for more details circle 133 on last page 
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SUMMIT the hottest combination 


on the market today! 


Introducing the NEW 
SUMIT Checkwriter 
companion piece to the 
fabulous SUMIT Adder. 


Top Markup= 
Easy to Sell! 
Nothing else like them on the 
a makes — ——. of. SUMIT Checkwriter 
ice, a prospective customer! : 

Constructed of durable metal Prints checks up to 99,999, 99 
housing in beautiful horizon ‘ 
blue case. Measures only 7”x 
6”x5”. Anyone can use them in- 
stantly, accurately. Designed by 
one of America’s top engineers. 
Manufactured in the U.S.A. e 
2-Year Warranty e Free covers 
for each machine e Free sales 
aids! 


Look at this top markup... 








Your order— Your Cost — 

6- 11 units $12.31 per unit 

12-4 11.84 per unit 

50 and over 11.37 per unit 

Only $18.95 each list SUMIT Adding Machine 


Adds, Subtracts, 


Write, call or wire today. Multiplies to 999,999,99 


PEARL ENGRAVING CORP. 


29 East 19th Street @© New York 3, N.Y. @ Algonquin 4-1760 
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+ SHEETING (CLEAR, MATT i) ETe. 
Send for free samples and Price List! 


>ER Se INC. 
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One of Several 


A 12 Inch 
NEW 
Imperial 
Ball 


Duogyral 
Mounting 

on handsome 
wood base. 
Metal parts 
brass 
finished. 


Model No. 335 


Globe and Map Publishers Since 1867 


Geo. F. Cc - A of Co., Inc. 


730 E. WASHINGTON ST. * INDIANAPOLIS, IND. 
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Calendar Desk Pad 44 
i Doolittle & Co. offers 1961 desk- 


top personal secretary for busy 
people in its 12-month, full-size 
calendar desk pad, measuring 17'4” 
by 224%”. Twenty-four pages to a 
pad include one duplicate for each 
month hidden from view to assure 





Printed in soft brown to 
match the leatherette binding and corners and perforated for each 
removal, the sheets take pencil or ink 
Relail price 
calendar pad showing two months at 


privacy. 


Imprinting or advertis- 


is $3.50. <A 
available at the 


ing copy is available. wall schedule 
a time is 


same price. 


Engineer's Pocket Book 

An engineer can carry in_ his 
pocket much of the information he 
needs in the Engineer’s Vest-Pocket 
Book, put out by Ottenheimer Pub- 
lishers. Whether he 
the properties of structural 
the strength of gear teeth, the prop- 
rties of saturated and superheated 


is looking for 
steel, 


steam, the resistance of immersed 
body moving through fluid, thermal 
stress, resistance, veniers, cost es- 
limating, properties of minerals, 


‘hemical solubility, or any of the 


other 250 main items and 47 im- 

portant charts, he will find the information, between ‘the pages 
(192) of this handy (2°¢” by 5%”), informative book. There 
is an alphabetical index, an index of charts and tables, as well 


as 12 marginal indexed headings: 
Hydraulics, 
and 


Mathematics, Building, Mechan- 
Electricity, Surveying, Costing, 
Miscellaneous Data. Retail price is 


ics, Heat, 
Mining, 
90 cents. 


Pipes, 
Chemistry, 









“DIAL-A-MATIC" 
ADDING 
MACHINE 


No. 568 that retails at $4.00 


® Adds up to 999,999 

® Subtracts, too 

® Automatic clearing bar clears dials with a flick 
of the finger 

® Accurate, Compact, Precision made throughout 

® Skidproof base for one-hand operation 

® Moving parts of sturdy Dupont Nylon 

® Mechanically Guaranteed 

© 


Individually packaged in colorful, 

carton 

NOT A GADGET—but a Real Precision Machine 

Request latest catalog of complete Sterling line 
of School and Stationery items. 


STERLING PLASTICS CO. 


1140 COMMERCE AVENUE - UNION, NEW JERSEY 


eye-catching 


Manufacturers of Stationery and School Supplies 
--- for more details circle 174 on last page 
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© - is 100% 


hazard-free. 
1961 desk Memo Board 46 * No blade 
70 OCSK- 5 ° ° ° 
for bell ‘ Students will be interested in exposure. 
1 full an a new pin-up board that puts ° ai 
, -3 r : 
ring 17'4” their school name and _ colors aaa 
pages t = right in their own rooms for 
e for cad mounting “little things” like 
‘ notes, reminders, letters ICS 
to assure : Sly | 
heswn i and novelties. The board is 24” me 
od for call by 24”, a half-inch thick and is CUTTER 





made of a resilient composition 


r advertis ; 
a material that takes pins and 


4-edged, wedge-ground, throw-away cutting blade 


ll schedule easily replaceable. Built-in Protractor for angle cuts. 





ible at the thumbtacks easily. It has a Light-weight, portable. In 12”, 18”, 24”, and 30” 
woolly felt surface and is bound cutting capacities, at better stationers everywhere. 
with plastic tape. Retail price is $2.95 from Edsco Products Div., SAFETY CUTTER CO., P. 0. Box 696, MENLO PARK, CALIF. 











Educational Specialties Co., Ferrysburg, Mich. 


BIGGEST PROFIT-MAKER FOR YOU OF CENTURY! 


- -- for more details circle 170 on last page 





Mounted Numbering Machine 47 | 

The new Roberts _ platform 
mounted Model 71 Jumbo Num- 
bering Machine permits easy 
numbering of file folders for ver- 
tical shelf filing. The numbers 
are a full 5/16” high in clear 
legible style. The frame may be 
released easily and the head 
tilted to re-position the numbers 
when required The unit has six 


Founded 1893 
Telephone GR 7-4200 


Me. Decler LOUIS 


| Buy at Money Saving Prices 


‘« wheels with consecutive, dupli- from the largest Marking MELIND 
| cate and repeat actions. Complete details are available from Device manufacturer selling 









the pages Roberts Numbering Machine Division, 700 Jamaica Ave., Brook- to DEALERS ONLY. 
ok. There lyn 8, N.Y. Ask for our FREE 86 page COM PA N 4 
es, as well catalog of “‘Justrite” Seals, 


Rubber Stamps, Daters, 3524 N. CLARK STREET 
umberers, Time Stamps, 
A gift box marketed by Fred somes oi CHICAGO 13 


Baumgarten, 1000 Virginia Ave — 
N.E Atlanta, Ga., contains a --- for more details circle 152 on last page 


combination of eight silk effect 1 SNAPEX TAX & STOCK 
“nes é ins and [ 3 
erecta 9 fous BUSINESS FORMS MANUFACTURERS 


matching mats. mats are 
made of Japanese parchment 
paper. The set is available in 
four different patterns to retail 
at $1 each. 


y, Mechan- Napkin Sets er 
Costing, 


1 price is 





















W-2—Approved Federal, State and City wage 
tax reports for processing in one operation. 
Forms specifically designed for NCR, Bur- 
roughs, etc. 

STOCK FORMS—Invoices, Bills of Lading, Pur- 
chase Orders, Expense Reports, Speed Letters, 
Credit Memos, etc. 








Paging System 

A new selective electronic staff 
locating and paging system with 
pocket receivers that combines both 
7 voice and “beep” signals, the Mullti- 
9IT tone Personal Call, has been intro- 
ic" duced to the American market. 
The system consists of a compact 
transistorized transmitter, no larger 
than a standard typewriter and just 


You accept the orders—we do everything else 
under your name. Excellent profits. All forms 
imprinted or plain. 


IMMEDIATE SHIPMENTS right from stock 





Write for trade PROFIT-PLAN new! 
Serving the trade from Ceast to Coast 


A EX BUSINESS SYSTEMS 


540 PEARL ST.. NEW YORK 7, N.Y. * Phone: BE 3-7133 





















00 as easy to operate by virtually un- 
trained personnel, a simple wire loop antenna surrounding the 
area to be covered, and a tiny 5-ounce pocket receiver that is oo eit FOLDS 
clipped to the shirt or suit pocket of the person to be paged. 
. nm ; es ~~ s y Pas °®IiT SCORES 
» a flick he Multitone system’s initial and operating costs are said to be 
lower than for any similar system yet devised. A “beep” signal - am eiT CAN SLIT 
oughout received by the wearer is completely instantaneous, private and 7 : rol i od 3-4 0) - 7 ee 
personal, and no other person can receive or hear the signal. - WITH or WITHOUT 
The wearer then puts the receiver to his ear, presses a button, <a FOLDING 


and hears a confidential voice message spoken by the operator. 
F Or, the wearer can go to the nearest telephone for a longer 
-atching conversation if the need arises. The receiver operates for weeks 

on inexpensive re-chargeable batteries, easily changed, is shock- ' — 
ne proof to withstand almost any normal kind of battering, and fold omatic | Ouly 

aa requires no attention on the part of the user. It operates on 5 $32500 


, 
the induction coil principle; no radio signals intrude, and no 


ns. nn a ; ; : , : ; Parere.? 
F.C.C. license is required for installation. Multitone is being 
co. Cc. quired for installation. Multitone i 
introduced to the United States by Multitone of Canada, Ltd., 
sey 130 Merton St., Toronto, Canada, a subsidiary of Multitone THE PRINT-O-MATIC CO., INC. 


Nl . . . 724 W. WASHINGTON BLVD @® CHICAGO 6 IL 
wectric Co., Ltd., London. Interested dealer and distributor in- 


quiries are invited. --- for more details circle 163 on last page 
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Complete lines 
INKS « ADHES! 
e STOCK STAM 
PENS + CARBO’ 


OFFICE SUPPLIES 
,. & ACCESSORIES 


of 

ES « STAPLERS 
¢ MARKING 

PAPER + RUBBER 





BANDS « NUMBERING MACHINES 


© TYPEWRITER 
other office de 


IBBONS and 
vices 


Sead for your BRAND NEW 


CATALOG NO. 90 


——— eee le 


4 
DIV., BANKERS & MERCHANTS, fone 


3229 


--- for m 


N. SHEFFIELD + CHICAGO 13, ILL. 
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Boston Sheree are backed 
by an extensive advertising 
campaign to your customers 
to help you build your sales. 
Send for catalog and price list. 


C. HOWARD HUNT PEN CO., CAMDEN 1, N.J. 





If You're An Average Dealer You Can 


Sell ASENTRY- 
Every 30 DAYS 


$680 Yearly Sales From $57 Inventory! 


Yes, Sentry dealers average 12-times-a-year 
turnover . . 
ment. A floor model does it, because Sentry 
drop ships to order. And Sentrys sell for ess 
than half as much as average competitive 
safes, yet return you full profit. 

Big-safe features include Ver- 
miculite insulation, built-in 3- 
number poumeneeee lock, 
bank vault type lock 
drawers. U.L. “C” label. Write 
for details. 


. gross $680 


JOHN D. BRUSH & CO., 


bar, 2 


from $57 invest- 


Model $-3 Model S-C 


Sug. List 
$ 7 9? 5 


580 West Ave., 


blond wood. $ 
list $119.95 


INC., Rochester 11, 


--- for more details circle 116 on last page 









Sentry S-3 safe plus con- 
cealing cabinet of genu- 
ine mahogany, walnut or 
sted 


N.Y. 














SELL ART SUPPLIES! 


AMERICA'S NO. 1 
ART SUPPLY DISTRIBUTOR 
will service you from the coun- 


try’s largest stock of all im- 
portant art supply lines. 


Write for 


and dealer discounts. 


ARTHUR BROWN & BRO. INC. 


2 W. 46th ST. NEW YORK 36, N. Y. 


---form 


catalogue 
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NEW PRODUCTS ....- ee ee eo G 


Compact Calculator 50 
“The world’s most compact 
calculator with full keyboard,” 


is the way the Monroe Calculat- 
ing Machine Co. describes its 
new LA-9 figuring machine. The 
low-silhouette calculator takes 
up no more space than a tele- 
phone but is designed to handle 
large volume figure work. Feat- 
ures include a new “quick-shift” 
control lever for easier, faster shifting of the carriage. All con- 
trols are grouped into one compact area, allowing all operations 
to be performed effortlessly with one hand. Short-cut multiplica- 
tion has been perfected by means of carry-over upper dials. Elec- 
trically operated and finished in two-tone gray, the Monroe LA-9 
comes in two capacities: with 10 column keyboard, 10 counting 
dials and 20-place result dials; or with 8-8-16 capacity. 





Drawing Lead Merchandiser 51 
Koh-I-Noor Pencil Co. an- LONNIE 
nounces a new “self-service” Due 


ette 
which 


AMT HRI 
HUT a 


Merchandiser display case 
permits easy selection of 
degree or color in drawing leads. 
Made of clear plastic measur- 
ing only 12” high, 744” wide 
and 5” deep, the display has a 
of $15, but is supplied 
free with a five gross assortment 
of Duette leads in a _ standard 
assortment or in dealer’s own 
selection. 


a AMVC TTT eH 


value 





Office Papers 52 
, Packaging design changes have 
been introduced by Kimberly- 
Clark Corp. for its full line of 
fine printing and business papers 
to enable the users to tell at a 
glance the amounts, types and 
grades they have in stock. Over- 
all Kimberly-Clark identification 
is aa through a fine pin stripe design on a charcoal gray 
background. In the cut sizes for 

of the stripe differentiates sulphite, 
papers. 





industrial office use the color 
cotton content, and printing 
The company also has introduced a color coded label 
system for easier identification of grades within the line. The 
labels on all sulphite bond papers will be blue, mimeo, lavender; 


ledger, gray; duplicator, orange; index, red; and manifold, 
green. A different shading of the same color will be used 
to identify similar grades of cotton fiber papers. New type 


writer boxes show a steel pen point symbol to identify sulphite 
papers and a quill writing instrument to indicate 
papers. 


cotton fibre 


Paper Cutter 

Solid construction 
of larger paper cutters are a 
feature of the 1961 models of 
the Triumph Manual Office Pa- 
per Cutters offered by the Mich- 
ael Lith Corp. ‘Cutting 
more than a ream, up to 344” 
with simple operation of easy-to- 
handle precision side guide and 
back gauge, the Triumph is said 
to insure professional cutting and 
trimming by office personnel — 


principles 


Sales 





male and female. It comes in 
two sizes, 14” and 18”, both 
with all metal construction. With its modern office machine 
look, the unit is described as ideal for banks, insurance com- 
panies, hospitals, schools, churches, small offset shops, printers, 


and all commercial and industrial organizations 


handling their own reproduction work. 


photo-finishers, 
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54 

Nardon Manufacturing Co., 
2125 West Mission Road, Al- 
hambra, Calif., the 
Narco Summary pro- 


Summary Board 


introduces 
Board to 
vide a fast and econemical meth- 
od of making an 


sales, inventories, expenses, com- 


analysis of 


modities and other 
information without 
Preprinted strip forms, such as salesmen’s daily reports 
on which information has been entered, are shingled on a peg 
rail and exposed figures totaled on a summary sheet. 
able line finder acts as a guide. 
different positions. 


management 
copying or 


pos! ng. 


An adjust- 
Writing surface adjusts to 10 
Adjustable easel folds within recess of board 
for compactness and easy storage. A 
permits the reverse side of forms to be summarized without re- 


reversible assembly rail 


moving forms from the pegs. Oblong pegs with standard spacing 
accommodate a wide variety of forms. The Narco 
Board is constructed of lightweight aluminum in 10 
20” by 16” to 40” by 20”. 


Summary 
sizes from 


Guest Book 

Atlantic Binders Corp. an- 
nounces a new Guest Book to re- 
cord 1,200 names, addresses, and 
comments. Covered with fibers 
ff leather material, the guest 
book is mylar gold stamped in 
‘olors of ivory, brown, or green. 
For the bridal trade, a white 
book is available stamped in silver. 





The books are individually 
boxed at $12 per dozen or $10.80 per dozen in gross lots from 
Strathmore Sales, 495 Wythe Ave., Brooklyn 11, N.Y. 





KOH-I-BALL 
double-ender 


BALL POINT PEN 





10) 8 By fele): 


of course! 


A superb writing instrument! Attractively styled wood 
barrel finished in red and blue with gleaming brass 
nosepiece. As inexpensive as a disposable pen, yet re- 
fillable. Packed a dozen to a self-selling display ‘box. 
Refills in individual envelopes. Write for leaflet. 


WRITES. BEAUTIFULLY ! 
40) SS (ele): 
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56 


A new, low-cost dual zippered 


Double Zipper Portfolio 


portfolio is r.ade of heavy 
grained viny! (15” by 12” by 
14%") in black, brown, or red. 
Extra zippered compartment is 
fully lined inside and is com- 
pletely sealed electronically. De- 


veloped to retail for $1.98, units 


- are available from Rimar Manu- 
facturing Co., 60 West 15th St., New York City. 





Low Cost Desk Series 
Steelmaster introduces its new 
Premier Line Desks, 
conventionally styled, with alu- 
minum hardware and gracefully 
contoured aluminum 
Four styles and typewriter plat- 


57 


low-cost 


cast legs 


Six standard 
and 


form are available. 
offered 
linoleum top or, as an optional 
“xtra 


colors are either 





a Duramica top. 


Art Cover Notebooks 58 

The warmth, color and excellence of five paintings by leading 
American artists are available to college students this fall on the 
notebooks. Full 
have been printed on the front covers of a “Distinguished Ameri- 
can Art” series of student notebooks by the National Blank Book 
Co. The pictures are protected with Vinyl plastic, and may he 
‘lipped from the notebook and the 
cover is a brief biography of the artist together with a brief state- 
The notebooks, obtainable through the 1000 sta- 
tioners who stock National school supplies, 


covers of color reproductions of the paintings 


saved On reverse of each 
ment by him. 
sell for a suggested 
price of 75 cents. 


SECURITIES and 
INCOME RECORD 
AT-A-GLANCE 














Nes blue | ff, ANOTHER NEW 
W | COWL "AT-A-GLANCE“® PRODUCT 


Simplifies record keeping for the small or large investor. Details 
of purchase, sale and quarterly income record of each security 
are listed on an 834” x 6%” page. Additional pages for summariz- 
ing capital gains or losses, annual income by quarters, and a 
special Government Securities section. Wire-O or loose-leaf 
bound. Black, Blue, Red and Saddle cushion-edge covers. RETAIL: 
$2.50 and $4.50. Write for complete catalog. 


SELL BEST BECAUSE THEY TELL BEST 


DAKe Ge 


Nascon o snes ®p,oducts 







‘ascom 


EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 
Showroom: NEW YORK, 475 Fifth Avenue 
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ro) 5 4. 6 8 ~« © + = « 
Executive Posture Chair 59 


A new executive posture chair has 
been added to the “Jet Series” of 
modern metal office chairs intro- 
duced a year ago by the Riteform 
Chair Co. of Quincy, Ill. The new 
chair, No. 635, has distinctive Nor- 
dic styling and features synchron- 
ized controls plus an oversized seat 


and back. 








Electric Typewriter 62 
. New engineering and operat- 
ing features for easier, faster, 
electric typing are incorporated 
in the new Remington Electric 
Typewriter, available in six <is- 
tinctive shades of beige, gray, 
green, coral, yellow and _ blue, 
Special colors, including a new 
ebony can also be provided at 
additional cost. The most im- 








portant single development is a Steel 
new carriage suspension design, 
— . Art | 
This is a totally new cushioning 
. . . : catalog 
system which produces a light, fast and responsive touch. It also if 
enables the typist to dial a precise adjustment for carbon copies a 
° ° , . . . a bl as y 
with Remington’s new Coordinated Copy Controls. Two dials candle 


set the printwork shading and the carriage position for normal 


cessori 


Display Carton 60 or extra-thick paper packs. The dials are calibrated for the exact and : 

A new, self-selling display car- number of carbon copies desired. The new machine offers 88 dif- lg 

ton has been designed for Sort- ferent pressure regulators, one for each of the 88 characters on Dept, 

kwik the invisible fingertip prep- the keyboard. A new slide-up vertical scale shows how many < : 

. . . . “ 5 New \ 
aration for handling papers fast- usable lines remain at the bottom of the sheet and a new “eras- 
er. It is easy to set up just by ing table” behind the platen gives a firm horizontal surface on 

pushing die-cut top through to which to make erasures. Other features include transparent paper Meme 

back and placing bottom inside. holders with a ruling device, new visible margin stops, new “per- a 

It takes 4144” by 614” of coun- fect positioning scales,” scientific Wafer-Lite key tops and a re Phe 

ter space. Twelve new, round movable top plate. Over 100 type styles are available and hun- has 1s 

containers of Sortkwik are in each carton from Lee Products dreds of special symbols can be adapted. ine 0 

Co., 2736 Lyndale Ave. S., Minneapolis 8, Minn. dealer: 

sales « 

prices 

- ' used | 

Compact Screwdriver Set 61 Adjustable Chair 63 FE dealer 

Eklind Tool and Manufactur- A new “high-high” chair manu- forma\ 

ing Co., 2623 North Western factured by Ajusto Equipment Co., “ee 


Ave., Chicago 47, IIl., announces 
a new combination tool with 5 
screwdrivers that fold into the 


handle like a pocket knife. Each 








Bowling Green, Ohio, has a_ seat 
adjustable from 35” up to 43” from 
the floor. It has been designed for 
factory, laboratory or office use 











Chai 


. The 
blade can be used straight out where worker must be seated at an a 
or at right angles for extra lev- unusual height. A patented Adjust- wm 
erage. The tool is called #45 rite mechanism permits the user to aie « 
Fold Uni Drive and is made of achieve the desired height by simply for th 
high quality tool steel that is lifting the hardwood saddle seat. 
hardened and tempered for long Metal backrest is adjustable hori- 

a life. Retail price is $1.69. zontally and vertically. an Deco 
Ac 

: 

gem FAULTL ! a 
dont horget ol 
SALES MAGIC ae cee ony a 
sesieeciiameee Clifto 
IN A modern, three- rial is 
dimensional fold- glitter 

ing display card 
presents 4 gross tubes 
of our reliable toothy 

Faultless pencil thi 
clips accessibly lng, 
and efficiently yet that « 











DRAWING TUBES & KITS 


AND NEW 


GLITTERBROIDERY 
FOR GIRLS 


takes only Y" 
of counter space. 
The card is in col- 
orful blues and 
whites against 
which the _ bril- 
liantly nickel plat- 
ed clips glisten 
and shine drawing 
attention and 
making sales. The 
clips are made 
from steel and 
have a tempered 
steel encircling 
band. 





WwW 


GIBSON MEMORY BOOKS! 
The Most Complete Line of 
Memory Books in the World! 
Gibson Memory Books: Baby, wedding, an- 





Glitterizes paper, fabric, leather, metal 
in seconds! 12 colors, 3 sizes, blister 
packs, revolving racks and merchandis- 
ing deals available. 


niversary, guest, gift, shower, testimonial, 
school memory, teenage, graduation, di- No 
aries, photograph albums, family records, 
scrapbooks, hospital, musical, travel; baby 
gift and shower cards. 


SH CKO san eoeree 


NORWALK, CONNECTICUT 
N.Y¥.Showroom: 225 Fifth Avenue 
Publishers since 1672 


Also available 
2 pieces on a flat 
card, or 1 gross 
to a box. 





Write for 
FREE samples and information 


O. E. LINCK CO., INC. 


Prompt delivery is assured. 
Write now for information. 


L. D. Van Valkenburg Co. 
Dept. M. HOLYOKE, MASS. 
SERVICE QUALITY 





= 





Clifton, N. J. 


--~- for more details circle 148 on last page 
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Steel Equipment Catalog rN 


Art Steel Co. has issued its new 52-page 


catalog covering its line of Steelmaster 
office equipment, including desks, chairs, 


files 


cessories. 


office utilities and ac- 
It is bound in a four-color cover 


general items, 


and contains full product information. 

Copies are available from Advertising 
Dept., Attn. Bernard Hershfield, Art Steel 

Co., 170 West 233rd St., New York 63, 
New York. 

Memory Book Catalog B 
The C. R. Gibson Co., Norwalk, Conn., 


has issued a new catalog of their complete 
line of memory books, designed to aid 
dealers in choosing stock and familiarizing 
sales clerks with Gibson products. Retail 
prices are shown so that it can also be 
used by browsing customers. A_ separate 
dealer section has an index, ordering in- 
formation and post card order blanks. More 


than 150 new items are shown. 
Chair Brochure Cc 
The Fritz-Cross Co. has issued a new 


brochure featuring some of its metal office 
chairs. It also has a new price list avail- 
able covering its complete line of 60 models 
for the 60's. 


Decorating Material Catalog D 

A catalog with complete information and 
price lists on “Glitter Magic” tubes, sets 
and merchandising deals is available to 
relailers and jobbers from O. E. Linck Co., 
Clifton, NJ. The 


new decorating mate- 
tial is a combination of colored metallic 
glitter and adhesive, blended together in 
tubes for convenient use. It flows like 


toothpaste and is said to stick to any- 
leaving a sparkling embossed effect 
that dries in minutes. 





thing, 


Lamp Catalog E 


A new 16-page color catalog illustrating 
a complete line of adjustable lamps is of- 
fered by Flexo International Corp., Sub- 
sidiary Art Specialty Co., 3720 N. Milwau- 
kee Ave., Chicago 41, Ill. In addition to 
Flexo, Litemaster, Flexarm and _ Sight- 
master lamps, it shows new illuminated 
magnifiers and fluorescent - incandescent 
combinations. The used 
for buying stock or for consumer selection 
to meet specific requirements. 


brochure can be 


Institutional Seating F 


A new three-color, 17-page catalog de- 


scribing its institutional and public seating 


lines has been announced by Hampden 
Specialty Products Corp., Easthampton, 
Mass. Each item is fully illustrated and 


data provided includes complete size speci- 
fications, 
features, 


construction 
and packing information. 
obtained by writing the 
sales manager of the company’s public and 
institutional seating division. 


color availabilities, 
weight 


Copies may be 


Supplemental Accessory Catalog G 


Artistic Desk Pad & Novelty Co., 721 
East 133rd St., New York 54, N.Y., has 
published an eight-page supplemental cata- 
(#960-S) illustrating new products 
not shown in their regular 24-page cata- 
log. Copies of both are available on request. 


log 





NEW PRESENTATION 





stock item! 


Now...ABC the album special- 
ists with “know how” presents 
the perfect better grade presen- 
tation binder unequalled for 
QUALITY or PRICE. This is the 
item that you sell day in and 
day out...stock this sell-on- 
sight number and watch your 
sales volume go up! 


inn 


$24.40 


Per doz. 


| CHECK THESE EXCLUSIVE 
| ABC FEATURES: 


842 x 11, 3 ring loose leaf binder! 
Beautiful, supple fibers of leather material! 
Heavily padded covers over sturdy boards, 
rounded corners! 

Gold tooling on covers...WILL NOT TARNISH! 
E-Z open and close levers! 

Rounded metal backbone, concealed rivets, 
contains 6 acetate pages for 12 photos, 
catalog sheets, letters, whatever you 

want to display! 

@ Also available with grey pre-gummed fillers 
in acetate pockets (8 x 10 and 82 x 11 only) 


INC. 


495 Wythe Avenue, B’klyn., N.Y 
| 


STRATHMORE SALES, 


Affiliate of ATLANTIC BINDERS CORP 


--- for more details circle 175 on last page 



















NO FUSS— NO MESS 


When you use 


LINOLEUM 


supply of Scott 


ye 
Free test sample! 
Dealer's inquiries’ / 

invited | 









oor@-(Cogens 
Desk Top Cleaner 


7 Easy to apply. Pour it on — Wipe it off. 


Contains magic miracle compound that penetrates 
Stubborn grit and grime. Brings back original finish. 
1 Pint—$1.25 Doz. Pints—$12 
(WEST COAST SLIGHTLY HIGHER) 


Order today. Money back guarantee. 


DESK TOPS LOOK BRAND NEW IN 2 MINUTES! 


Hi 


WIEMER’S, Inc. oc-. «: 
70 Vernon Street © Bridgeport, Conn. 
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NOTCHING 
PUNCH 












EVERY 
PURPOSE 





No. 





Tall 
99 


also oo designs. 
i Sie 8 


THE HOGGSON & PETTIS MFG. CO., 141F Brewery St., New Haven, Conn. 


Nos. 17, 33—-Notches cards, sheets, et No 
17 dies not over 1/4” wide, 5/16” deep; No. 
33, not over 1/2” deep 

No. 2 — For 1/8-1/4” round holes; 1-1/4” 
reach 

No. 3, 1-1/2” reach & No. 12, 2” reach, same 


style as No. 2. All will take special dies. 


Punch — Re ~. 
Punches 1/8", 


ene of punchings to 

or 1/4” round holes — 
‘—- counter available in our 
Write for circulars. 








MODERN STATIONER, NOVEMBER, 1960 
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ROBERTS FOR 
SALABILITY 


(Since 1889) 


Model 95. Five move- 
ments consecutive 
duplicate triplicate 
quadruplicate and re- 
peat, controlled by a 
ocking dial Smooth 
balanced action, 6 to 
11 wheels, rugged and 
flexible. One of a fuii 
line of famous Roberts 
numbering machines 


Model 90. You dial 
the action wanted (up 
to 13) on outer circle. 
Inner circ le tells num- 
ber of impressions run 
off. Also 3 standard 
movements. Write Ro- 
berts Numbering Ma- 
chine Division, Heller 
Roberts Mfg. Corp, 
700 Jamaica Ave., 
Brooklyn 8, N. Y. 


HELLER ROBERTS | 


Manufacturing Corporation 
- - - for more details circle 137 on last page 





STORE FIXTURE 


PROVED BY THOUSANDS 
TO INCREASE: 

@ IMPULSE BUYING 

@ SELF-SERVICE 

@ RELATED ITEM SALES 
SELL MORE — SELL FASTER — SELL 
EASIER . . . all with the amazingly 
LOW-PRICED, HIGH-QUALITY, FLEXO- 
SPACE. Self-Service makes it easier 
for your customers to buy. 
USABLE SELLING SPACE ALL AROUND 
the entire Island NO BLIND 
SPOTS! Use in all departments. 
Write today for full details of how 
YOU can make your sales soar at an 
unbelievable low cost with FLEXO- 
SPACE. 


FREE ALL NEW 50-PAGE 
WHOLESALE DISCOUNT CATALOG 
WRITE: ADD SALES CO 
829 YORK STREET 
MANITOWOC, WISCONSIN 


- -- for more details circle 102 on last page 
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Oct. 18-24—-National Downtown Week. 


Nov. 4-6—NOFA Western Area Confer- 
ence and Exhibit, Jack Tar Hotel, San 


Francisco. 


1961 
Feb. 22-26—National Office Furniture 
Assn. (NOFA convention-exhibit, 
Coliseum, New York City. 


Feb. 24-26—NSOEA Western Stationery 
and Office Equipment convention-ex- 
hibit, Biltmore Hotel, Los Angeles. 


May 14-19—New York Stationery Show. 


CLASSIFIED 
ADVERTISEMENTS 


Deadline for classified advertisements is the 
fifteenth of the 2nd month preceding the 
month in which the magazine is issued. RATES 
30c a word. Minimum Order: $6.00 Names 
and addresses are to be included in the count. 
Initials or sets of figures are to be counted as 
one word. 





HELP WANTED 





Salesmen now calling on gift stores, drug stores, 
etc. We are a 30-year-old publisher of studio 
and humorous greeting « —— 25% commissions. 
Prepaid shipments. Fre acks, Box 293, 
MODERN STATIONER AND OFFICE EQUIP- 
MENT DEALER, 1 East First Street, Duluth 2, 


Minnesota. 1- 


. Fabulous NEW 9%8c Monogram- 
ming Kit. Contains 200 Raised, Lustrous, Gold 
Initials. Makes exquisite monograms, instantly 
self-adhering on anything. Year round sales. 
High Commissions. Imperial Monograms, Box 


266, Jamaica 31, N. Y 11-60 


Salesmen . 





LINES WANTED 





Canadian Manufacturers’ Agent seeks additional 
lines for direct representation or wholesaler’s 
distribution basis. Coast to coast clientele. Box 
294, MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER, 1 East First Street, 
Duluth 2, Minnesota. 11-60 


Major line desired for the state of Florida only 

Good following Excellent references. Box 
295. MODERN STATIONER AND OFFICE 
EQUIPMENT DEALER, 1 East First Street, 
Duluth 2, Minnesota. 11-60 





FOR SALE 





QUIK-CHANGE Magnetic letter fluorescent 
point-of-sale signs with unique exclusive features. 
Write Specialties House, Cincinnati 43G, Ohio. 

11-60 





BUSINESS FOR SALE 





Pioneer, and only stationery and office supply 
store, established for eleven years, in Southern 
California town of 12,000. Store just completely 
modernized, with rear entrance from 40 car 
parking lot. Typewriter, and adding machine 
sales and rental. $10,000 will handle, good lease. 
Retiring. Box 296, MODERN STATIONER 
AND OFFICE EQUIPMENT DEALER, 1 East 
First Street, Duluth 2, Minnesota 11-60 


New! Safe* 
PAPER TRIMMER & 
CUTTER combined 

| CUTS UP TO 50 
| SHEETS IN ONE 
STROKE 


6 MODELS: 
14,” 22,” 28,” 32” and 
28” and 32” (foot models) 


KUTRIMMER 


ALSO CUTS cardboard, fibreboard, 
foils, rubber, fabrics, leather lino- 
leum, felt, thin plywood, thin soft 
metal, photos. 

FOR EVERY BUSINESS: 


*Unique safety feature — hand- -clamp 
avoids the danger of an idie hand, as in 
ordinary paper-trimmers. 


See KUTRIMMER at your local dealer 
or write to 


MICHAEL LITH sales corp. 
145 West 45th Street, New York 36, N. Y. 


--- for more details circle 151 on last pe 





Kids go for 
ED-U-CARDS 
because they’re 


DIFFERENT! 


ARD GAMES & 


World's largest variety of children’s 
card games all in one display— 


now with 


a s FLIP-MOVIE” backs 


7™~ sr omy 296 
Ed- U-Cards Mig. Corp. 


O5 44th Ave., Long 
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his page is provided for your convenience. To obtain additional information on new products, trade literature and advertised products in this 
sue, simply circle the corresponding number on the perforated card below, fill in your name, business address and mail the card. 


ADVERTISED PRODUCTS 


Ace Fastener Corp. — Staplers —- page 
10. 

Add Sales Co. — Self-service store fix- 
tures — page 80. 

Addo-x, 
page 70. 
Aigner, G. J. Co. — Index tabs, dis- 
plays — page 42. 
All-Rite Pen, Inc. 
— page 54. 

Anco Wood Specialties, Inc. — Studio 
easels — page 72. 

Apex Business Systems — Tax and 
stock business forms — page 75. 
Bankers & Merchants, Inc. — Office 
supplies and accessories — page 76. 
Bates Mfg. Co., The — List finder — 
page 35. 

Bausch & Lomb, Inc. — Magnifiers, dis- 
plays — page 38. 

Bay Products Div., Amer. Metal Works, 
Inc. — Shelving and shop equipment 
— page 73. 

Bee Paper Co., Inc. —- Graph papers 
— page 74. 
Bostitch, Inc. 
— 2nd cover. 


Inc. — Adding machine — 


— All-purpose pen 


— Staplers and staples 


Bridgepoint Playing Card Co. — Word 
game — page 65. 

Brown, Arthur, & Bro., Inc. — Art sup- 
plies — Page 76. 

Brush, John D., & Co., Inc. — Safes — 
page 76. 


17 Columbia Ribbon & Carbon Mfg. Co., 
Inc. — Spirit masters — page 36. 

18 Craftint Mfg. Co., The — Artists’ ma- 
terials — page 41. 

19 Cram, Geo. F., Co., 
globe — page 74. 


Inc. — 12-inch 


20 Cramer Posture Chair Co., Inc. — Alu- 
minum chairs — page 48. 


121 


122 


123 


124 


125 


126 


127 


129 


130 


131 


132 


133 


134 


135 


136 
137 


138 


Dixon, The Joseph, Crucible Co. 
New lead pencil — pages 13 & 14. 
Dome Publishing Co., Inc. — Book- 
keeping records — page 49. 

Eaton Paper Corp. — Securities and 
income record — page 77. 

Eaton Paper Corp. — Wall calendar — 
page 73. 

Ed-U-Cards Mfg. Corp. — Games — 
page 80. 

Ever-Safe Co. — Portable ledger file 
— page 71. 

Faber, Eberhard, Pen & Pencil Co., Inc. 
—- Colored pencils — page 4. 

General Pencil Co. — Colored pencils 
— page 60. 

Gibson, C. R., and Co. 
books — page 78. 


— Memory 


Gibson Greeting Cards, Inc. 
displays — page 61. 


Globe-Wernicke Co., The — Folder 
labels, catalog —— 3rd cover. 


— Tally 


Graff, George B., Co. — File signals 
— page 73. 


Guide System & Supply Co. — File 
folders, drawer unit — page 67. 


Hamilton Cosco, Inc. — Office chairs — 
4th cover. 


Haskell, Inc. — Steel files — page 3. 


Heller Roberts Mfg. Corp. — Number- 
ing machines — page 80. 

Higgins Ink Co., Inc. — Drawing aids 
— page 69. 

Hoggson & Pettis Mfg. Co., The — 
Ticket punches — page 79. 

Hookrite Products Corp. —— Chair mats 
— page 66. 


Hunt, C. Howard, Pen Co. 
sharpeners — page 76. 


— Pencil 


International Paper Co. — Business pa- 
pers — page 8&. 


Tell-Me-More Dept. 


Dealer 


143 


144 


145 


Jasper Seating Co. — Office chairs — 
page 58. 


K & C Metal Products 
Steel desk — page 68. 


Co., Inc. 


Koh-I-Noor Pencil Co. — Bal! point pen 
— page 77. 


Kohihaas Co., The — Sorting devices 
— page 50. 


Leathercraft, Inc. — Business cases — 
page 43. 


Linck, O. E., Co., 
tool — page 78. 


Inc. — Decorating 


Listo Pencil Corp. — Marking pencils 
— page 69. 


Lith, Michael, Sales Corp. —— Paper cut- 
ter — page 80. 


Melind, Louis, Co. — Marking devices, 
catalog — page 75. 


Merriam, G. & C., Co. — Dictionary — 
page 53. 


Modern Steelcraft, 
page 71. 


Inc. — Files — 


Murphy Mfg. Co., Inc. — File cabinets 
— page 50. 


National Cash Register Co., The — Ad- 
ding machines — page 45. 


Northern States Envelope Co. 
Currency gift envelopes — page 62. 


Oxford Filing Supply Co., Inc. — Filing 
supplies — page 63. 


Pearl Engraving Corp. — Checkwriter, 
adding machine — page 73. 

Plan Hold Corp. — Vertical and roll 
filing equipment — page 56. 
Plymouth Rubber Co., Inc. — Rubber 
bands — page 44. 


Pratt & Austin Co. — Social stationery 
— page 55. 


Position 


) Wholesaler ) Mfr's. 


Representative 


MODERN STATIONER , 


EI anitnctecnieiiieaneianeneiann . 
| want to receive (continue receiving) MODERN STATIONER ( ) Yes ( )No 
11-60 aus 
usiness Name 
Street Address................. 


City... 


Please Print or 


Type Information 
Simply circle the num- 
ber of the product or 
service you would like 
to know more about, 
and drop this card in 
a convenient mailbox. 
No postage is needed. 
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130 «613! 132 
144 147 148 
162 163 164 
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103 
119 
135 
151 

167 
183 


104 
120 
136 
152 
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184 


New Products: 1 2 3 . 5 6 7 8 a 
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39 40 41 42 43 44 45 46 47 48 
59 60 6 


10 «11 
29 30 31 
49 50 51 


12 13 
32 33 
52 53 


14 15 16 17 18 
34 35 36 37 38 
54 55 56 57 58 
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ADVERTISED PRODUCTS 


163 


164 


Print-O-Matic Co., Inc., The — Folding 
machine — page 75. 


Regna Cash Register, Inc. — Cash re- 
gisters, adding machines, safes — 
page 37. 


Remington Rand Div. of Sperry Rand 
Corp. — Standard typewriter — page 
47. 

Remington Rand Div. of Sperry Rand 
Corp. — Adding machine — page 57. 


Robinco New York, Inc. — Portable 
typewriters — page 65. 


Rogersnap Business Forms — Business 
forms — page 62. 


Royal Register Co. — Business forms — 
pages 6 & 7. 


Safety Cutter Co. — Paper cutter — 
page 75. 

Seneca Novelty Co., Inc. — Colored 
rulers — page 66. 


Smith-Corona Marchant, Inc. — Port- 
able typewriters — page 59. 


Speedry Chemical Products, Inc. — 
Marking devices — pages 39 & 40. 
Sterling Plastics Co. — Adding machine 
— page 74. 

Strathmore Sales — Presentation bind- 
ers — page 79. 

Tiffany Stand Co. — Office machine 
stands — page 72. 

Tuttle Press Co. — Party accessories — 
page 67. 

Van Valkenburg, L. D., Co. — Pencil 
clips — page 78. 


Vernon, S. E. & M., Inc. — Columnar 
pads — page 64. 


Vogel-Peterson Co. — Coat and hat 
racks — page 68. 


Weis Mfg. Co., The — Card files, 
transfers, box files — page 66. 


183 V/iemer's, Inc. — Desk top cleaner — 


page 79. 


184 Wilhold Glues, Inc. — Glues — page 


72. 


185 Wilson Jones Co. — Nylon prong 


binders — page 15. 


186 Workwall Div., L. A. Darling Co. — 


Movable partitions — page 46. 


New Products 


Contemporary Chairs 
Voice-Actuated Recorder 
Safety Wall Cabinet 
Desk Top 

Phone Accessory 
Push-button Visible File 
Toy Pencil Sharpener 
Heavy Duty Clip 
Re-Useable Plastic Tab Package 
Plastic Binding Kit 

Pen With Anchor Base 
Bag Maker 

Pencil Caddy 

Folding Machine 

Long Life Carbon Paper 
Portable P. A. System 
Typewriter Ribbon 


On out Wr = 


— tt et est 
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Dictating Machine 


© 


Combination Tool 
Ink-less Stamp Pad 
New Caster Line 
Conference Table 
New Pencil Lead 
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Heating Device 
Calendar Index Cards 
Repackaged Carbon Paper 
Card-holder Mail Bag 
List Finder 

Relief Maps 

Pencil Deal 

Stacking Chairs 

New Film Ribbon Spool 
Toy Projector 

Metal Label Holder 


WWwWwWWNHN DN DK WN 
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35 Refillable Office Ball Pen 
36 Studio Card Displayer 

37 Redesigned Carbon Set 
38 Plastic Desk Mat 

39 Combination Panels 

40 Rebuilt Dictating Machine 
41 Floor Mat 

42 Versatile Seating Group 
43 Tape Reel Clip 

44 Calendar Desk Pad 

45 Engineer's Pocket Book 
46 Memo Board 

47 Mounted Numbering Machines 
48 Napkin Sets 

49 Paging System 

50 Compact Calculator 

51 Drawing Lead Merchandiser 
52 Office Papers 

53 Paper Cutter 

54 Summary Board 

55 Guest Book 

56 Double Zipper Portfolio 
57 Low Cost Desk Series 

58 Art Cover Notebooks 

59 Executive Posture Chair 
60 Display Carton 

61 Compact Screwdriver Set 
62 Electric Typewriter 

63 Adjustable Chair 


Yours For The Askiz 


Steel Equipment Catalog 
Memory Book Catalog 

Chair Brochure 

Decorating Material Catalog 
Lamp Catalog 

Institutional Seating 
Supplemental Accessory Catalog 


No 
Postage Stamp 
Necessary 
If Mailed in the 
United States 


Postage 
Will be Paid 
by 
Addressee 


To obtain additiona 
information on new 
products, literature o 
advertised product 
described in this issu 
use this card, which 
provided for your con 
venience. 








BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 665. SEC. 34.9. P.L.&aR., DULUTH, MINN. 
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FANFOLD labels fit -cut folders. Their new 31-inch 


width (formerly 334’) increases their all-around sales appeal 








because they can be used with '4-cut as well as straight- 
edge, 2-cut, and %-cut folders. 

FANFOLD's many features—exclusive self-feeding box... 
continuous strip of 500 labels . . . extra large writing area... 
nine colors for faster, easier identification . . . attractive display 
carton—plus the new, popular width make it the first choice in 
rol ut-temiel (elm lolol- MOl mel Mil -MiclarMiuluil-vollolt-1, Melmii-l>) lire] 
up your profits from fast-selling G/W ‘‘Secretary Approved" 


eyaila-Melaa-ttieldl-e 


FIRST CHOICE 


KRETARY APPROVED Streamliner* Desk SECRETARY APPROVED Every Day* File... | SECRETARY APPROVED Fiberlite* Waste- 
Tray ... largest selling | organizes desk work; systematizes basket bought for 


its appearance, easy 
work flow dispatcher. follow-up. 


cleaning, life-time 
durability. Four | 
harmonizing 
colors. 

Award 

Winner, 

Society of 

* Reg. T.M. - 3 Vier sil Plastics 

Industry. 


CLIP & MAIL TODAY for free catalog with full information on 


; the complete line of Globe-Wernicke office accessories, Dept. DM-11 Jama 
GLOBE- 





WERNICKE 


company 


THE GLOBE-WERNICKE CoO. TES OR ea, Pe Se eee Os ae eee 


NORWOOD, CINCINNATI 12, OHIO Gia , wipe ae 


mber . . . success depends on the strength of your line Ba Sie a naligs G Pia ah lg lati de sigs pa 6 «kaa aes 
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Indiana State Office Building ... installation by Indianapolis Office Furniture Comp 


$USCH seating chosen for larges 


state office building in America 


@ Key considerations in selecting seating for these 
new Hoosier state buildings were employe comfort 
and efficiency, plus maintenance-free performance and 
styling to harmonize with interior design. Testing and 


evaluation by state officials began over a year ago. 


COSCO chosen also for Indiana Employment Security Building 


ae, 





When competitive bids were opened and it was fout 
that Cosco would also save Indiana taxpayers’ dolla 
the choice became easy. For you, too, outstandi 
Cosco value will win the big installations. 


HAMILTON COSCO, INC. * COLUMBUS, INDIAD 


I chair or 5,000 


LUd6O 


gives greater valué 
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